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Spectrum War 


Who: Large nationwide 


Dusiness and industrial wireless 


AIRWAVE AUCTION 
RAISES HACKLES 


It’s users vs. carriers 
in fight for frequencies 


cellular carriers vs 


What: 36 MHz of 


Mz f occupi ied byt telev 


69. Th te Mizot 


inels 60 t 


BY BOB BREWIN 

Get ready for the spectrum war 
— a battle between the biggest 
cellular carriers, which are 
lusting after new frequencies, 
and corporate wireless users, 
who want a sliver of the spec- 
trum for themselves. 

The Federal Communica- 
tions Commission, which will 
auction 36 MHz of spectrum in 
June, earlier this month laid 
the groundwork for what could 
be a legal slugfest. It 


sliced 6 MHz out of the spec- 
trum and will 
‘private 


auction it off to 
wireless” corporate 
users. 

fierce Airwave Auction, page 16 
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Technology has kept it on sidelines as 
Oracle, Ariba, others tout new business 


BY DOMINIQUE DECKMYN 
AND CHRISTINE MCGEEVER 


won deals to provide database 
and applications for 
multiple exchanges. And rela- 


tive like 
ELECTRONIC i2 Technologies Inc 

} in Dallas, Ariba Corp. 
COMMERCE in Mountain View, 
: Calif, and Com- 
merce One Inc. in Walnut 
Creek, Calif., are integrating 
features such as 


engines 
In the midst of 
e-commerce 


grab, one 


an exhilarating 
land- 
software 
company is 
left behind: 
soft Corp. 

In just the past three weeks, 
established like 
IBM and have 


newcomers 


being 
Micro- 


powerhouses 


Oracle Corp e-commerce 


AFEWAY PLC IN THE U.K. is giving Palm 
IIIs to customers for free. Is that c 
No — shrewd. Gary H. Anthes reports 


on Easi-Order, a new home-shopping 


‘razy? 


service that lets British consumers or- 
der groceries with a Palm device and the tele- 


| phone. In the background, an ultrasophisticated 
| data mining operation makes helpful (revenue- 


enhancing) suggestions for the shopping list. The 

unique setup — three years ahead of the compe- 

tition — is already building customer loyalty. 
Story begins on page 46. 


B-T0-B: NOT INIT FOR THE REVENUE 


ness-to-business sites aren't 


procurement and supply 


view, 


B-to-B market,” 
a research 


Group Inc. in 


marketing is all there 
of the 


actions 
are still sorting out 
tracts and obligations. 


find new 
to improve 


-Cnhain 


management 


But Microsoft is nowhere in 


sight. 


1 marketing point of 


Ariba, Commerce Cne, i2 
und Oracle have cornered the 
said Carl Lenz, 
analyst at Gartner 
Stamford, Conn. 
And att noted, 


is. None 


announced exchanges is 


his stage, Lenz 


processing e-commerce trans- 


indeed, the players 


their con- 


Still, analysts said, Microsoft 


isn’t a contender because it has 


B-to-B Exchanges, page 97 


Inside: 
More B-to-B News 


Kraft, Procter & Gamble and Nabisco 
head up a food and consumer goods 
exchange. Page 14 

® Cargill takes an equity stake in Novo- 
point.com, its second B-to-B market- 
placein two weeks Page 14 


a Six freight companies launch 
Transplace.com, a “one-stop super- 
market” for transportation services. 


a Manuf actur ng Central will be a hub 
of electronic marketplaces Page 16 


a Dell will creat eaB- to-B marketplace 
for its customers. Page 14 


customers but rather 


customer service 


and reduce operating costs. 


So said manufacturing com- 


Manufacture rs se sek to 
improve service, cut costs 


BY JAIKUMAR VIJAYAN 


Consumer Web sites may be 


after revenue, but some busi- 


even going to pretend that 
their e-commerce efforts will 
bring in much money. 

Many manufacturing com- 
panies Internet-enabling 
their businesses not to imme- 
diately 


are 


increase revenue or 


pany representatives at the Na- 
Manufacturing Week 
trade show here last week. 
“The real business value of 
having our Web site is not so 
much the ability to buy prod- 
Manufacturers, page 16 
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The 3Com’ SuperStack’ II Switch 3300 is 
the perfect choice for these fast-moving 
times, ensuring the switch you buy today 
will meet your needs tomorrow. Now you 
can embrace change, knowing you can 
migrate to almost any technology, even 
gigabit thernet over copper. The 
SuperStack || Switch 3300 boasts various 
port densities, so there’s flexibility to fit 
almost any network —and any budget. Our 
new software makes it easier to manage 
your network. Which, of course, makes it 
easier to manage your business. And it’s all 
backed by the outstanding warranty and 
support you’d expect from 3Com. After all, 
with 18 million ports installed, we’re the 
worldwide switching leader. Adaptability, 
flexibility, simplicity: valuable now, 


invaluable later. 


SuperStack® lt Switch 3300 


$250 Rebate 


Valid for all models, through 3/31/2000 
Move fast, because the switch of tomorrow 
has never been more affordable than it is 
today. Order now and secure your rebate: 
go to www.3com.com/customer_first or 


call 1-888-906-3COM, ext. 339. 


Another Networks solution from 
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EVERYTHING BUT 
ROOM SERVICE 


Hoteling is a cost-effective way for 
employers to provide work space for 
telecommuters, contractors and 
part-time employees. A Computerworld 
survey looks at why companies are 
hoteling and the technology challenges 


involved. Page 77 
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A&P PLUNGES into a $250 


million systems overhaul, 
sending its stock rating into a 
tailspin. 


U.S. REACHES an agree- 
ment with the EU that protects 
U.S. companies from Europe’s 
data privacy rules but also 


limits use of overseas data. 


PROGRAMMER BUSTED 


for an alleged attack on his 
Wall Street firm’s computer 
system after the company 
rejects his bonus and equity 


demands. 


HOSPITALS SIGN with ap- 
plication service provider 
for health information Web 
exchange for caregivers in 


Pennsylvania. 


MICROSOFT WARNS of 
security patch glitch that blocks 
Windows 2000 users from log- 


ging on to computers 


INDUSTRY GIANTS launch 
new online B-to-B partnerships 
in food, transportation and 
computing markets. 


BUSINESS LEADERS could 


block congressional advisory 


board vote on Internet tax. 


AT&T, BELLSOUTH WAGE 


battle for the wireless market. 


MORE 
Editorial Letters 

How to Contact CW 96 
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BUSINESS = @ 


38 EQUITY DEALS get more 


common, as dot-coms try to 
cement relationships with 
brick-and-mortars. 


RECRUITERS LOOK to lib- 


eral arts grads as they struggle 
to fill entry-level tech jobs. 


WORKSTYLES 

IT DIRECTOR GIVES the 
lowdown on the work environ- 
ment at the Humane Society. 


SHOPPERS RAVE about the 
new e-commerce service at 
U.K.-based Safeway and the 
free handheld that goes with it. 


UBIQUITOUS COMPUTING 


may be the future, but IT de- 
partments aren't ready for it. 


FOREIGNERS JOIN ethnic 


IT associations as a growing 
number of people arrive from 
overseas to work in the U.S 
QUICKSTUDY 
E-COMMERCE LOGISTICS 
require an approach that’s very 
different from the one retailers 


are used to. 


MARK HALL says sun’s So- 
laris is the clear leader in the 
fast-growing application ser- 
vice provider market. 


DAN GILLMOR says Ama- 


zon.com and eToys.com, two 
e-commerce success stories, 
found out how the Internet 
can also hurt. 


64 


2000 


THE ENHYDRA open-source 


application server may become 
a more viable option for com- 
panies building e-commerce 
applications. 


NEW SECURITY MANAGER 
takes his first steps toward cre- 
ating a companywide security 
policy and tackles pressing 
problems like providing secure 
e-mail access through an off- 
site ISP. 


SYMANTEC PRESSURES 
the Peacefire group’s Internet 
service provider to remove 
links to a list of Web sites 
blocked by Symantec’s I-Gear 
Internet filtering product. 


PACKET-SWITCHED anc 


circuit-switched networks are 


two technologies for sending 
messages, and each has advan- 
tages for specific applications. 


EMERC NG MPANIES 
EXPAND NETWORKS’ ac- 
celerator squeezes increased 
bandwidth into existing pipes. 


JOHN GANTZ writes that 
companies that decide to put 
off an enterprise applications 
strategy may have to rethink 
that decision — and soon. 


DAVID FOOTE offers prescrip- 


tive advice for those stricken by 
the allure of dot-com-itis. 


JOHN MCCARTHY tells how 
McCain’s presidential cam- 
paign helped unleash the Inter- 


HANDS ON 


The Pocket PC is Microsoft's 
third try at running Windows 
on handheld computers. 
After trying it out, reviewer 
Russell Kay thinks Microsoft 
has finally gotten it right - 
and none too soon - with an 
intelligent small-screen 
browser and a terrific elec- 
tronic-book reader. Page 72 


MICROSOFT 
IS CHANGING 
THE 
MORTGAGE 
PROCESS, 
WHICH HASN'T 
CHANGED 
IN ABOUT 
50 YEARS. 
MS ABOUT 
DAMNED TIME. 


JAIME PUNISHILL, 
FORRESTER RESEARCH INC 
ON MICROSOFT SOFTWARE DESIGNED 
TO AUTOMATE MORTGAGE PREPARATION 
SEE PAGE 97 


net as a force in U.S. politics 


ED YOURDON says triage in 


IT project management isn’t a 
one-time thing. 


JOE AUER lists seven rules 


that IT should live by when it 


comes to licensing software. 


FRANK HAYES takes issue 
with an essay that says tech 
nology could lead to the 


demise of humanity. 


: www.computerworld.com : 
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Wireless Access to 
Flight Information 


Northwest Airlines Inc. has taken to 
the air with a slimmed-down ver- 
sion of the Northwest Web page, 
offering travelers the ability to 
check flight arrival and departure 
information over Wireless Applica- 
tion Protocol phones. The service 
will also allow travelers to receive 
real-time departure and arrival in- 
formation as well as check their fre- 
quent-flier mileage. 


ELIA AAP OPO 


Ford to Equip Lincolns 
With Built-in Wireless 
Sprint PCS Group and Ford Motor 
Co. have teamed to offer built-in 
digital wireless service in 2001 
model year Lincoln cars that will 
automatically transmit a call for 
help upon deployment of the car’s 
air bag in an accident. The new ser- 
vice, built around a dual-band Mo- 
torola StarTac wireless phone, will 


also automatically transmit the lo- 
cation of the vehicle, Sprint said. 


OL Re US SORT 2 RRR RS OS 


Virginia OKs UCITA 


Fianked by the chairman of one of 
the state’s largest businesses - 
America Online Inc.’s Steve Case - 
Virginia Gov. James Gilmore last 
week signed the Uniform Computer 
Information Transactions Act 
(UCITA) into law, making Virginia 
the first state to do so. But the bill 
won't take effect until July 2001, a 
delay that came at the behest of 
some of the state’s largest nontech- 
nology companies, which believe 
UCITA gives software vendors the 
upper hand in software licensing. 


Short Takes 


3COM CORP., which had originally 
scheduled analyst briefings in Feb- 
ruary, moved the meetings to the 
week of March 20, allowing the 
dust to settle on the spin off of its 
PALM INC. business on March 2. 
Reorganization is now in the wind 
for 3Com, according to analysts. 
... Scientists at IBM RESEARCH’s 
laboratories have discovered chemi- 
cal reactions that could eventually 
let computer hard disks and other 
data storage systems store more 
than 100 times more data than cur- | 
rent products, the company said. 
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A&P’s $250M IT Plan 
Shunned by Wall Street 


Grocer says supply-chain system key to 
resurgence; investors downgrade rating 


BY SAMI LAIS 
HE GREAT Atlantic 
& Pacific Tea Co.’s 
announcement of 
a four-year, $250 
million systems 
overhaul sent the supermarket 
chain’s stock rating into a tail 
spin last week 
The project, to develop a 
supply-chain and business op- 
erations system, will cut fiscal 
2000 profits by as much as 
$1.50 per share, A&P said, 
from about $3 
the 


$325 million over 


Nonetheless, company 
should save 
the four by lowering 
costs and improving product 
and 


operating profits by $100 mil- 


years 


availability raise pretax 


lion it’s com 
plete, AXP said. 

A&P is hoping that the over 
haul will transform core busi- 


per year once 


ness processes and is looking 
to engage in business-to-busi 
ness e-commerce with its sup 
pliers and use store-specific 
data to tailor purchasing, Pres 
ident and CEO Christian Haub 
said in a statement. 

A&P executives couldn’t be 
reached for comment 

But New 
York investment company, es 


Lehman Bros., 
timated the toll on earnings to 
be higher than A&P estimates 
- at closer to $2 per share 
NJ. 
based A&XP’s stock rating from 
Neutral to Buy. 
“By making 
ments,” Lehman financial ana 
Meredith Adler of 
the planned systems overhaul, 


and changed Montvale, 


these invest 


lyst said 
A&P managers “are taking val 
ue away from shareholders.” 
The chainwide information 
technology implementation re 


places a “hodgepodge of sys- 
tems cobbled together over 20 
years,” said John Goedert, a se- 
Retek 
which is providing soft 


nior vice president at 
Inc., 
ware for the project 

“A&P wants to move quickly 
using 
busi 


into [creating and an 


online] exchange and 
ness-to-business initiative,” he 
said. 

Retek, in Minneapolis, will 
deliver merchandising 


software, including supermar- 


retail 


ket specific software, to indi- 
vidualize store offerings, and 
IBM will contribute hardware 
and professional services, Goe- 


dert said. 


Ongoing Campaign 

The IT overhaul is just the 
latest move in A&XP’s campaign 
to revitalize the troubled chain, 
which includes A&P, Food Em- 
porium and SuperFresh stores, 
said Marvin Roffman, president 
of financial management firm 
Roffman Miller 
Philadelphia 


Associates in 


ETrade Makes Move From Clicks to Bricks 
Teller Machines Abound 


Acquisition makes 
brokerage No. 3 
ATM operator 


BY MARIA TROMBLY 
Online ETrade 
Group Inc. stepped firmly onto 
bricks and mortar last week, 


brokerage 


acquiring an automated teller 
machine (ATM) network with 
8,500 locations to become the 
third-largest ATM operator in 
the U.S. 

ETrade’s deal for Portland, 
Ore.-based Card Capture Ser- 
the largest inde- 
pendent network of centrally 
managed ATMs — is part of a 
growing trend in which Inter- 
net-only banks find alliances or 
that them 
real-world access to customers. 

Virtual banks, 
ETrade’s Telebank unit, have 
been handicapped by a lack of 


vices Inc. 


acquisitions give 


such as 


| 
| 
branches and ATMs, analysts | 


Leading U.S. ATM operators: 


COMPANY ONLINE TT 
PL Oi OF ATMS 


Bank of 
America 


American Express 


ETrade 


said. ETrade merged in January 
with Arlington, Va.-based Tele- 
3anc Financial Corp. and was 
the first Internet-only bank to 
reach $3 billion in retail con 
sumer deposits this month. 
“Telebank hasn't had a wide- 
spread growth in accounts and 
assets to the extent of the tradi- 
tional banks,” said Larry Tabb, 
an analyst at TowerGroup in 
Needham, Mass. “Most people 
look for a bank that has a 
large number of branches and 
ATMs, so when they want to 


Bank of America 


Telebank 


14,000 


Membership Banking 


make a deposit, they can.” 
ETrade said the acquisition 
will overcome one of the last 
barriers to widespread adop- 
tion of Internet banking. 
ETrade, in Palo Alto, Calif., 
said it will use the ATMs to 
create a network of financial 
services kiosks that offer users 
access to all of its financial ser- 
vices, such as stock trading. 
“Now three of the major In- 


ternet-only banks have their 


own physical capability,” said 
George Barto, an analyst at 


Since 1998, A&P has sold off 
more than 100 “underperform- 
ing” stores. And last month, i 
reorganized management into 
regional divisions. 

But the turnaround has been 
slower than hoped for, accord- 
ing to Adler. Against growing 
competition fueled by an ag- 
gressive rate of chain consoli 
dation, A&P must find a global 
partner in 
she said. 

When A&P finds that part- 
ner, it will have to convert to 


order to survive, 


that partner’s systems, render- 
ing the planned “risky” invest- 
ment redundant, Adler said. 
But efficiencies 
resulting from the overhaul 
ultimately make A&P 
more attractive to potential 
partners, Roffman said. 
Founded in 1859 in New 
York, A&P was an American 
institution for much of the past 
century. 1950, annual 
sales were second in the U.S. 
only to General Motors Corp., 
according to the company. D 


increased 


could 


In its 


Gartner Group Inc. in Stam- 
ford, Conn. 

In addition to ETrade’s Tele- 
bank, New York-based Ameri- 
can Express Co.’s Membership 
Banking 
Bank One Corp.’s Wingspan- 
Bank.com give their customers 
access to ATM networks. 

Barto said ETrade will rejig- 
ger the way the ATM network 
makes ATM 
fees may not be around forever. 

In fact, ETrade said it plans 
to offer everything from cash 
withdrawals and deposits start- 
ing this summer to stock trad 
ing on its new ETrade-branded 
ATMs. These ATMs generate 
more than 3.1 million transac- 
tions per month and are locat- 
ed in hotels, shopping malls, 
grocery stores and gas stations. 

The world’s first virtual 
bank is also expanding into 
bricks and mortar. Montreal- 
based Royal Bank of Canada, 
owner of Atlanta-based Inter- 
net-only Sl Corp., made an 
offer to buy Chicago-based 
Prism Financial Corp., which 
has 159 retail branches. D 


and Chicago-based 


money because 
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aggregate, and sort? SyncSort™ is optimized to do the job — fast. Use it with more 
specialized warehousing tools to slash your processing time. To arrange 


t 
a free trial or for a free copy of our booklet, “Six Data Warehouse Tasks syncsor 
a 


Made Easier with Syncsort,” visit us at www.syncsort.com/30cws. Tel (201) 930-8200 dept. 30CWS 
www.syncsort.com/30cws 


2000 Syncsort Incorporated. All trademarks are property o 


Visit us at Oracle ECO/SEOUC, Hilton Atlanta & Towers, GA, March 20-21, Booth 8/9 





NEWS 


COMPUTERWORLD March 20, 2000 


Europe and U.S. Agree on Data Rules 


Under pact, EU citizens will have stronger 
privacy protection than U.S. citizens 


BY PATRICK THIBODEAU 
DATA protection 
agreement be- 

Euro 

and 


tween the 
pean Union 

the U.S. will sim 
plify managers’ 


tasks in dealing with complex 


e-commerce 


European privacy laws. But it 


also imposes limits on how 
U.S. companies can use data 
collected in Europe. 

The safe harbor agreement 
protect U.S. 
companies from the EU’s Di 
Data 


prohibits 


is intended to 
rective on Protection, 
which transfer of 
personal data between coun 
tries that don’t provide “ade- 
quate” protection. 

Companies that participate 
harbor “will then 
arbi 


in the safe 


be protected from any 


trary action by European data 
protection authorities to cut 
off data to their companies,” 
said lead U.S. negotiator David 
Aaron, the undersecretary of 
commerce for international 


trade. 


Compliance Requirements 
Companies that intend to 


comply with the agreement will 


inform the U.S. Department of 


Commerce. However, comply- 
ing with the safe harbor rules 
will likely require companies to 
review their data-sharing and 
retention practices, and it could 
lead to some painful changes, 
especially for firms that trans- 
fer information to third parties, 
warned James Maxson, an at- 
torney at Paul, Hastings, Janof- 
sky & Walker LLP in Atlanta. 


“You have to know what shape 
your house is in — you have to 
know what you are doing inter- 
nally,” he said. 

US. that 
goods and services via the Web 
in Europe but don’t have any 
physical presence there may 
follow the safe 


companies sell 


also want to 
harbor rules, said Aaron. “It 
will be kind of a Good House- 
keeping seal of approval for 
Europeans who are very sensi- 
tive this 
Aaron. “It will be a competitive 
advantage, I think, for compa 
nies to sign on.” 

The 15-member EU will vote 
on the agreement at the end of 
this month. The 
isn’t expected to take effect un- 
til this summer. Financial ser 
vices are excluded for now. Ne- 
gotiations are still continuing, 
but Aaron expects them to be 
completed by year’s end 

With this agreement, Euro 
pean citizens will gain stronger 


about issue,” said 


agreement 


Palms Pose New Demands on IT Managers 


San Francisco isn’t waiting for 


Vendors to offer 
supports for device 


BY JAMES COPE 

Palm handhelds have been in 
filtrating corporate offices for 
more than a year and are car 
ried in more pockets and 
linked to more corporate net 


works than some infor 


mation technology managers 
want to count 
Now, as if 


were needed to prove that the 


more evidence 
devices have created more sys 
tems management demands, a 
number of mainline IT ven 
dors are coming up with hooks 


and supports for the Palm. 
ER ELT EEE aN PANE AL 
Palms Becoming 
Pervasive 
Number of handhelds: 


32.5M 


a $7.2B 
marketplace 


8.2M 


Tivoli Systems Inc. in Aus 
tin, Texas, for one, announced 
March 7 that it would offer De- 
vice Manager for Palm Com- 
puting. The software applica 
tion automatically discovers 
Palm devices when they sync 
up with PCs connected to a 
network. It also queries the 
Palms to find out what applica 
tions reside on them, Tivoli 
said, giving network managers 
an idea of what they need to be 
supporting or, in some cases, 


what networked Palm users 
shouldn’t be using 

Clara, Calif.-based 
, maker of the Palm 


last week said it would 


Santa 
Palm In 
Pilot 
start shipping its own Hot 
Sync Server 
HotSync 
streamlining synchronization 


this spring. 


will be aimed at 
between individual Palms and 


corporate e-mail servers, as 
well as with Palm applications 
from Oracle Corp., PeopleSoft 
Inc. and SAP AG 

Palm 
week that it would soon ship a 
cradle with a built-in Ethernet 


connection that bypasses desk- 


also confirmed last 


top host PCs to sync directly 
with the network server. 
But Charles Schwab & Co. in 


cradles. In fact, the lack of a 
universal cradle for the numer- 
ous models of the Palm is one 
of the Palm management prob 
lems for Schwab, according to 
I 


ee Mackey, a senior staff tech 


Aetna Split Uni 


BY MARIA TROMBLY 
Despite last week’s announce 
ment that it plans to split its 
health care and financial ser 
vices businesses into two pub 
Aetna 
health 
initiatives are likely to 


licly traded companies, 
Inc.’s_ Internet-based 
care 
move forward, company 
spokesmen and analysts said 

Aetna Chairman and CEO 
William Donaldson said the 
split would “unleash the great 
potential of each company.” 

As part of the split, Hartford 
Conn.-based Aetna will contin 
ue with its plans to use the In- 
ternet to leverage its health care 
information technology assets. 

Last week, Aetna’s board 
also voted to reject a $70-per- 
from WellPoint 


share offer 


privacy protection than Ameri- 
can citizens. That disparity has 
drawn criticism from U.S. pri- 
vacy 
that U.S. companies that partic- 
ipate in the safe harbor pact 
may have separate privacy poli- 
cies for the U.S. and European 
customers. 
But David 


advocates. It’s possible 


Sorkin, a law 


John Marshall Law School in 
Chicago, said he doesn’t be- 
lieve the safe harbor 
ment will be a major factor in 
the privacy debate. Sorkin said 
big issues, like DoubleClick 
Inc.’s controversial plan to link 
Web browser clicks to browser 
users, will drive this debate, 
while international privacy 


agree- 


professor and privacy expert at | policies escape attention. D 


European Data Rules 


U.S. companies that comply with safe harbor guidelines will 
meet European Union data protection laws. If a company vio- 
lates privacy policies, it could be subject to action by the U.S. 
Federal Trade Commission. Posted privacy policies must include: 


= Purpose and use of data collected 


= Ability to opt out of third-party distribution 


= Access for consumers to their information 


® Adequate security, data integrity and enforcement 


provisions 


Full details are available at: 


www.ita.doc.gov/td/ecom/menu.htm 


nology solution provider at the 
financial company. 
Mackey has been looking for 
an infrared wireless solution to 
sync data with the 2,000 Palms 
in the Schwab enterprise. 

He said he plans to run tests 


services 


before he decides on a final 
approach. 

Dan Rasmus, an analyst at 
Giga Information Group Inc. 


in Cambridge, Mass., said 
Palms have reached “critical 
mass” in the enterprise. IT 
people are asking, “How do 
we manage these things?” Ras- 
mus said. 

“Managing the device con- 
figuration is one thing,” he 
said. “There’s also managing 
the synchronization technol- 
ogy, wireless and dial-up.” P 


ikely to Halt Online Plans 


Health Networks Inc. in Thou- 
Oaks, Calif., and ING 
America Insurance Holdings, 
part of Amsterdam-based ING 


sand 


Group. 
Aetna is worth more than 
$70 per share, said Donaldson, 
adding that the rejection of the 
offer wasn’t a ploy on Aetna’s 
part to drive up the stock price. 
There are areas in which 
Aetna would consider cutting 
costs, but the company’s IT as 
sets aren't on the table, said 
Donaldson. And it would be a 
bad move to even think of cut- 
ting into Aetna’s technology 
base, according to analysts. 
“It’s a crucial investment 
for the company,” said Joseph 
an analyst at Credit 
First New 


France, 


Suisse Boston in 


York. France pointed to Aet- 
na’s e-Pay initiative — through 
which physicians are directly 
linked to the insurance com- 
pany for real-time payment — 
as an example of a program 
that Aetna needs to build on. 
However, splitting up the 
company’s health care and fi 
nancial services arms _ isn’t 
going to help Aetna with its IT 
integration problems, said ana- 
lyst Ira Zuckerman at Nutmeg 
Ltd. in Westport, 
Conn. Although Aetna won't 
have to worry about IT com- 
patibility problems between 


Securities 


the two divisions if the split 
through, the company 
will continue to face integra- 
tion challenges within _ its 
health care area, he said. D 
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Software superior by design 


Microsoft Exchange 
Tuned for ASPs 


Microsoft Corp. is calling on Inter- 
liant Inc. in Purchase, N.Y., to prep 
its upcoming Exchange 2000 mes- 
saging server for the application 
service provider market. Interliant 
will help Microsoft develop exten- 
sions to Exchange 2000 that will 
make it easier for third-party soft- 
ware vendors to develop hosted 
applications that leverage the plat- 
form. As a part of the deal, Micro- 
soft will invest $10 million, giving it 
a minority stake in Interliant. 


Oracle HR App Debuts 


Oracle Corp. has introduced Oracle 
Advanced Benefits, a component of 
its Oracle Applications 11i electron- 
ic-business suite. The product lets 
customers use corporate intranets 
to reduce benefits administration 
costs and provide 24-hour cus- 
tomer service. The application will 
be available with the Oracle 11i 
suite, which is due at the end of 
this month. 


Uncle Sam and 
Net Privacy, Part | 


Internet privacy will be studied by 

a special congressional commission 
if a bill to create a 17-member Priv- 
acy Protection Commission intro- 
duced last week by U.S. Reps. Asa 
Hutchinson (R-Ark.) and Jim Moran 
(D-Va.) wins approval. The commit- 
tee will review the need for broad- 
based Internet privacy legislation. 
Congress is already considering 
five Internet privacy bills. 
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Uncle Sam and 
Net Privacy, Part Il 


A ranking U.S. Federal Trade Com- 
mission (FTC) official said last week 
that if businesses don’t protect con- 
sumer privacy, the government will 
step in. “We are going to solve this 
problem one way or another. It’s go- 
ing to be your way, or it’s going to 
be the government's way - your 
choice,” said FTC Commissioner 
Orson Swindle. The FTC is now con- 
ducting a survey of online privacy 
practices and has a study commit- 
tee investigating online access and 
security issues. 
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Programmer Rejects $70k Bonus, 
Is Charged With Online Attack 


Trade processor’s service disrupted three days 


BY ANN HARRISON 
DATABASE pro 
grammer who 
rejected a $70,000 
cash bonus and 
$50,000 in stock 

options has been arrested for 

allegedly attacking his compa- 
ny’s computer system after the 
firm rejected his counteroffer. 
Abdelkader 
employee at Internet Trading 

Technologies Corp. (ITTI) in 

New York, being held 

without bail last week for al- 


Smires, 3], an 


was 


legedly launching a denial-of- 
service attack against the firm. 

ITTI’s 
which allows securities firms 


software system, 
to trade stocks online, was dis- 
rupted for three days, begin 
ning March 9. 

“This company processes a 
very large percentage of the 
Nasdaq trades, so I would say 
this had the potential to be 
Eric 
Friedberg, computer and tele 


very disruptive,” said 


communications crime coord 
inator at the U.S. Attorney’s 
Office in Brooklyn, N.Y. 
ITTI came 


Friedberg said 


under attack the same day 
Smires and another program 
mer backed out of an agree- 
ment for a higher salary and 
more equity in the firm. The 
conflict started March 6, when 
Smires’ ITTI’s 
chief development officer, re- 
signed from the company. ITTI 
hired systems consultants to 
take his place, but Smires and 


supervisor, 


the other programmer refused 
to train the contractors on 
ITTI's systems, Friedberg said. 

Smires and the second pro- 
grammer, who hasn't been 
charged, threatened to quit un- 
less the firm their 


compensation 


increased 
and _ offered 
more job security, Friedberg 
said. ITTI offered raises, stock 
options and one-year contracts, 
but the two chose to resign. 
According to the affidavit 
filed by the U.S. Attorney’s 
Office in Brooklyn, the pair 
demanded an immediate pay 
ment of $70,000, plus $50,000 
in stock options and more sub 
stantial pay raises. A tentative 
agreement was reached March 
8, but the programmers backed 


out the next day and pressed 
for more favorable terms. 

ITTI executives failed to re- 
spond to their counteroffer, 
and later that day, the firm’s 
computer system came under 
attack from a PC at a Kinko’s 
copy shop in Manhattan. 

The attacks on ITTI contin- 


Although it was 
a potentially 
disastrous 
attack, it wasn’t 
a highly sophis- 
ticated attack. 
ERIC FRIEDBERG, COMPUTER 
AND TELECOMMUNICATIONS 


CRIME COORDINATOR, 
U.S. ATTORNEY'S OFFICE 


ued through March 12, and in- 
vestigators were contacted to 
locate the perpetrator. The U.S. 


Secret Service’s Electronic 


HP Net Hosting Has Pay-As-You-Go Model 


Customer: Scalability 
without purchase is key 


BY JAIKUMAR VIJAYAN 
Hewlett-Packard Co. is taking a 
new 


approach to addressing 


the unpredictable and ever- 
increasing scalability require 
ments of Internet businesses. 
Starting this week, HP will 
calls an “infra- 


offer what it 


structure-on-tap” service, un- 
der which it will host and man 
age a customer's Internet appli- 
cations on a standardized hard 
ware, software, network and 
management infrastructure 
There are some crucial dif- 
ferences between HP’s service 
and those offered under typi- 
cal hosting and outsourcing 


arrangements, according to HP 


general manager Frank Barker. 

For one thing, HP will deliv 
er the service using a pay-as 
you-go utility model. The ap 
proach eliminates the need for 
companies to determine sys 
tem requirements and pay for 
or lease their systems up front, 
as they must under typical 
hosting arrangements, Barker 
said. HP’s service will allow 
companies to have immediate 
and continuous access to what- 
ever computing resources they 
need and to pay only for what 
is actually used, Barker said 


Improving Business Focus 


Customers can derive many 


benefits from such services, 
said Gopi Bala, an analyst at 
The Yankee Group in Boston. 
Key among them are consis 


tent access to highly scalable 


computing resources and the 
shifting of computing  re- 
sources from capital cost items 
to expense items. “The value 
for customers is that they can 
finally concentrate on building 
their marketplace and getting 
new customers,” Bala said. 

“It provides the scalability 
we were looking for, without 
us having to buy or lease” the 
needed infrastructure, said 
Kian Saneii, a vice president at 
IPNet Solutions Inc., a builder 
of virtual trading networks in 
Newport Beach, Calif. 

Under 
arrangement, IPNet had to car- 
ry out all the capacity planning 


a previous hosting 


and system configuration func- 
tions on its own. The HP ser- 
vice eliminates the need to do 
that, Saneii said. “It’s a really 
terrific offering,” he added. 


Crimes Task Force, which com- 
prises 25 local, state and federal 
agencies and 45 private compa- 
nies, tracked Smires down to a 
computer at the Queens Col- 
lege campus in Flushing, N.Y., 
where Smires is an instructor. 
“He and the other program- 
mer were involved in writing 
the software, so he knew just 
where to attack. He was fully 
familiar with weaknesses in 
said Friedberg. “Al- 
though it was a potentially dis- 
astrous attack, it wasn’t a highly 
sophisticated attack.” Friedberg 
said the IP address of the at- 
tacking computer wasn’t trans- 
mitted in a capturable form but 
was visible during the attack, 
allowing ITTI to locate the 
Kinko's machine in real time. 
Because Smires apparently 
failed to cover his tracks by 
routing the attack through 
another server, investigators 
were able to track him to 
Queens College. “Ten minutes 
after the defendant had left the 
building, we were able to find a 


the code,” 


witness and find out who had 
sat at this computer 10 minutes 
{earlier],” said Friedberg. 

ITTI wasn’t available for 
comment on the incident. D 


Another crucial differentia- 
tor for HP’s service is that HP 
will define, control and own 
the computing infrastructure 
and all the assets within it. HP 
has standardized on its own en- 
terprise Unix servers and Ora- 
cle Corp. database technolo- 
gies as core components of its 
infrastructure-on-tap service. 

Unlike most hosting arrange- 
ments, where customers gener- 
ally have to specify the archi- 
tecture they want, this service 
will require customers to run 
their applications on top of the 
standard HP-defined informa- 
tion technology architecture. 

Having a standard architec- 
ture is key to HP’s goal of de- 
livering a common, highly scal- 
able set of services to many 
users, Barker said. HP will aim 
the service at business-to-busi- 
ness e-commerce ventures, but 
it hopes to quickly expand it to 
application service providers 
and dot-coms. D 
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the Web architecture. 
Healthvision will also create 
interfaces with the legacy sys- 
tem and perform Web page 
design, content management 
and training, said Dr. Charles 
Chodroff, senior vice president 


| of care management at SCCH 


He said SCCH went with an 


| application service provider 
| because it “didn’t want to make 
| the investment in managing a 


Web domain.” 
SCCH will initially link up 


| with about 50 caregivers, but 
| the group aims to ultimately 
| reach 700 end users. The proj- 
| ect will allow better and more 
| cost-effective communications, 
| Chodroff said. 


For instance, a primary phy- 
sician could access a patient’s 
X ray using a Web browser and 
send it to a specialist by e-mail 
attachment. Chodroff said that 
physicians will be able to send 
the information over a secure 
intranet. 

Although he didn’t have an 
estimate of total cost savings, 
Gillespie said SCCH will save 


| money by deploying thin 
| clients instead of PCs and by 
| putting more information on- 


line instead of on paper. 


Industry Slow to Go Online 

Only 10% of the estimated 30 
billion annual health care trans- 
actions are conducted electron- 
ically, according to Claudine 


| Singer, a senior analyst at New 


York-based Jupiter Communi- 
cations Inc. Most of those are 


| electronic data interchange 
| transactions, with only a frac- 
| tion conducted over the Inter- 
| net. Historically, health care has 
| been slow to adopt new tech- 
| nology, said Singer. 


For years, these guys spent 
zero on IT. They’re so far be 


| hind other industries,” she 
| said. Health care organizations 
typically spend at most 2% of 


revenue on information tech- 


| nology to automate processes, 
| which is about one-fifth of 
| what the finance industry 


| spends, said Singer. 


But a survey conducted by 


| VHA Inc., a cooperative of 
| community hospitals in Irving, 
| Texas, indicates that the indus- 
| try may be ready to move on- 
| line after all. 


The survey of more than 300 


| hospital executives revealed 


that online access by hospital 


| clinical and support staff mem- 
| bers more than doubled from 
| 1998 to 1999. Staff physicians 
| accounted for the biggest in- 
| crease, from 28% to 82%.D 
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Hacking for Soldiers 


The U.S. Army placed its cyber- 
defense teams on full alert after a 
known hacker group, called Hacking 
for Girliez, threatened to take down 
the Army's Web site last week. The 
group took down the The New York 
Times sites in September 1998. The 
Army said it was taking counter- 
measures, but those don’t include 
disconnecting the site. 
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Small Drives, Big Data 


IBM last week unveiled two disk 
drives that it claims set data storage 
records. The 7,200-rpm Deskstar 
7GXP holds 75GB of data, more 
than 10 times the drive capacity in a 
home PC. It will be shipping in full 
volume next month. The company 
also introduced the Deskstar 40 GV, 
which runs at 5,400 rpm and holds 
40GB of data. 


Oracle’s Profits Soar 


Database giant Oracle Corp. last 
week reported an 80% increase in 
profits for its third quarter, com- 
pared with a year earlier. The Red- 
wood Shores, Calif.-based software 
company reported net income of 
$498 million, or 17 cents per share, 
for the quarter ended Feb. 29, up 
from $277 million, or 9 cents per 
share, during the same period last 
year. Overall revenue rose 18% to 
$2.45 billion from $2.08 billion. 


AS/400 ASP Rocks 


Las Vegas’ Hard Rock Hotel and 
Casino has enlisted Marlboro, 
Mass.-based application service 
provider Infinium Software Inc. to 
provide Web access to AS/400- 
based human resources and finan- 
cial applications. Infinium also 
announced that its new Boston 
data center for AS/400 software 
will open next month. 


Short Takes 
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Navy [urns to E-Recruiting 


Replaces manual résumé processing 
system with automated Resumix tools 


BY JAMES COPE 
ACED WITH a deluge 
of e-mails, faxes and 
phone calls from 
candidates who see 
positions posted on 

various Web job sites, the U.S 

Navy Recruiting Command for 

months has been scrambling 

to manually sort, qualify and 
respond to the queries. But re 
lief is at hand 

The Recruiting Command's 

“e-recruiting group,” in Mil- 

lington, Tenn., this week is 

launching a résumé collection, 
screening and processing sys 
tem, said Senior Chief Petty 

Officer Patrick Casetra, 

helped research an automated 


who 


alternative to the Navy’s Web 
based recruiting efforts. The 
system is based on Resumix, 
from Resumix Inc 
vale, Calif. 


resources] people at 


in Sunny- 


{human 


several 


spoke with 
major corporations before se- 
lecting Resumix,” said Lt. Steve 
Zip, assistant public affairs of- 
ficer for the Recruiting Com 
mand. “We wanted to find out 
what Fortune 500 companies 
were using.” 

When electronic-recruiting 
personnel enter recruit selec 
tion criteria into the Resumix 
system, Casetra explained, the 
software’s search engine per 
search on 


forms a keyword 


résumés received over the 
Internet and matches qualifi 
cations with the Navy’s criteria 
to yield a list of the best candi 
dates for the job 

According to Mike Jurkows 
ki, Resumix’s business mana 
ger for the USS. 
addition to the 


government 
sector, in 
search and job-matching capa 
bilities in Resumix 6, the Navy 
will use Resumix Internet Re 
cruiter, an application that can 
openings to hundreds 


of fee-based 


post 
ind advertising 


supported Internet job sites. 


Browser Pate 


Bug may force users 
to reinstall the OS 


BY ANN HARRISON 
Microsoft 
work administrators last week 
to halt distribution of a 128-bit 


Corp. warned net 


encryption upgrade patch for 
Internet Explorer 5.0 because 
it blocks Windows 2000 users 
from logging on to their com- 
puters 

Users who are locked out by 
the bug may be forced to rein 
Windows 2000 


stall and re 


place data by using backups. 


Air-Traffic Control Glitch 
Briefly Hits Philadelphia 


BY LINDA ROSENCRANCE 
A computer glitch at Philadel 
phia International Airport last 
week left air-traffic controllers 
unable to electronically iden- 
Philadel- 
phia’s airspace for a half-hour, 
according to the Federal Avia 
tion Administration (FAA). 

But  air-traffic 
were in radio contact with pi- 


tify aircraft within 


controllers 


lots, said FAA spokeswoman 
Holly Baker. 

Baker said the computer 
glitch, which occurred at 8 p.m. 


on March 10, delayed four ar 
riving and 36 departing aircraft 
for up to 42 minutes. 

rhe problem, Baker said, oc- 
curred in the Automated Radar 
Tracking System, 
which are 20 to 30 years old. 

“The 
processors, 
problem in 
“There were three bad circuit 


parts of 


system has eight 


and there was a 


one,” she said. 
cards, which were replaced.” 
During the outage, aircraft 
still appeared as blips on the 
radar screen, but their identifi- 


ed 
Uncle Sam 
Needs You 


Features of the Navy’s new 
Web-based recruiting system: 


Another Resumix component 
called Luminet lets recruiters 
mine the Web for résumés that 
contain specific qualifications. 


Zip said that last June, when 
the Recruiting Command relo 
cated its facility from Arling- 
ton, Va., to Millington, near 
Memphis, there was only one 
member of what is now called 
the electronic-recruiting staff. 
Now there are 13. 

“We're going after a lot of 
people that others want,” Zip 
said. “There’s a declining pro- 
pensity to [the Navy] 
among young people, and there 
are fewer [role models] with a 
declining veteran population.” 

Zip said he expects that the 
new system will help and that 


join 


it possibly will tap into the 
large numbers of ex-military 
personnel who are eligible to 
re-enlist. B 


Locks Out Win 2k Users 


“This is absolutely not being 
considered a security issue,” 
Microsoft 
She 
find work-around instructions 
at the Microsoft product 
support Web (http: 
support.microsoft.com/support 
kb/articles/q244/6/71.asp). 


said a spokes- 


woman. said users can 


site 


Che problem doesn’t affect 
Windows 2000 users who have 
Internet Explorer 5.01, which 
comes with the operating sys- 
tem. But users who try to add it 
to Windows 2000 run into seri- 
ous problems. 

When adding the 128-bit en- 
cryption component (ieSdom.- 


altitude 
readings weren't visible. “The 
controllers have [paper] flight 
strips with the aircraft identifi- 
cation numbers on them, and 
they were in radio contact with 
the pilots,” said Baker. 

FAA spokeswoman Arlene 
Salac 
visited the airport after the 
mishap to determine exactly 


cation numbers and 


said agency personnel 


why the glitch occurred. 

A spokeswoman for Profes 
sional Airways Systems Spe- 
cialists, which maintains and 
repairs the FAA's radar sys- 
tems, said her organization had 
Dan Mullen, 
president of the National Air 
Traffic 
tion, didn’t return telephone 
calls seeking comment. D 


no comment. 


Controllers Associa- 


exe) from Version 5 of the Mi 
crosoft Internet Explorer Ad- 
ministration Kit, users receive 
a message that reads “system 
cannot log you on because do- 
main (computername) is not 
available.” 

The problem 
faulty command-line “switch” 
in the 128-bit security patch for 
Versions 5.0, 5.0a and 5.0b that 


lies with a 


prompts an automated instal- 
lation that replaces security 
files with older versions that 
lock out users. The older files 
are NT Dynamic Link Li- 
braries that replace the Win- 
dows 2000 versions and aren't 
recognized by the Windows 
2000 log-in sequence. 
According to a Microsoft 
spokesman, 128-bit security in- 
stallations for Windows 9x and 
Windows 4.x aren’t affected. 


Typical of New Platforms 

“This is typical of what we 
can expect with the rollout of 
the new platform,” said John 
Kronick, senior director of in- 
formation security at Purdue 
Pharma LP in Norwalk, Conn. 
“The problem is, when you do 
come up with a fix, how do you 
know if it will cause other prob- 
lems, which it often does?” 

Locked-out users can use the 
Recovery Console to manually 
edit the Windows 2000 regis- 
ter and follow the procedure to 
replace the rsaenh.dll to also 
update the schannel.dll. D 
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Consumer Products 
Giants Plan E-Market 


To start with purchasing, move to logistics 


BY JULIA KING 


RAFT FOODS IN¢ 
Procter & Gamble 
Co., Nabisco Inc. 
and Pepsi Bottling 
Group Inc. are 
among the 50 food and con- 
sumer goods giants that plan to 
develop a multibillion-dollar 
online exchange open to virtu 
ally all companies across the 
industries’ supply chains 

The electronic marketplace, 
innounced March 16 by the 
Grocery 
America (GMA), would be the 
effort 


ever among food, beverage and 


largest collaborative 
consumer goods companies. 
Pricewaterhouse( oopers 1S 


an electronic 


business con 
sulting partner on the project. 
megaexchange 


pur- 


Initially, the 


would support catalog 
price 


and 


chasing, bidding and 


quotes, online sourcing 
auctions for raw materials, of. 
ficials said. Down the road, the 
plan is to offer value-added 
services like integrated logis- 
tics, shipping and planning and 
demand management 
“The initiative, 


ceived only 12 days ago, is mov- 


new con- 
ing at Internet speed. We are 


aiming to quickly and effi 


Manufacturers of 


ciently communicate on a 
global level,” said C. Manly 
Molpus, president and CEO of 
the Washington-based GMA. 
lhe goal, he said, is to create 
efficiencies on a global level by 
creating a standards-based 
marketplace that 
open to all supply-chain play 


would be 


ers and could connect to other 
online exchanges in the future. 
Members of the GMA, the 


world’s largest association of 


consumer products compa 
nies, generate more than $450 
billion in U.S. sales annually. 
The 
two days after Cargill Inc. an- 
nounced with Ariba Inc. in 


Mountain View, Calif., an on- 


announcement came 


line exchange for suppliers of 
and food 
cessors (see story below). That 
exchange will compete with an 
earlier entry, ECFood.com. 
The 
tronic market for the food in 
dustry will be the one that both 
and manufacturers 
into, according to Steve 


ingredients pro- 


most successful elec- 


retailers 
buy 


The new 
initiative ...1S 
moving at 
Internet speed. 


C. MANLY MOLPUS, CEO, GROCERY 
MANUFACTURERS OF AMERICA 


Denault, a food industry ana- 
lyst at U.S. Bancorp Piper Jaf- 
fray in Minneapolis. “If you 
look at the food chain in gener- 


al, where the power resides is | 
really with the retailers, who | 
and | 


tell the manufacturers 


processors what to do, then the 


processors tell the suppliers,” | 


he said. D 


Cargill Takes Another Stake in Marketplace 


Targets two separate points in supply chain 


BY JULIA KING 
the 
than two weeks, Minneapolis 


] 


For second time in less 


has an 
take an 


Inc. 
will 


based Cargill 
nounced that it 
equity stake in a new business 
to-business online marketplace. 
This time around it’s Novo- 
point.com, which will launch 
this summer for the $300 bil- 
lion U.S. food and beverage in- 
dustry. The exchange will ini- 
tially link suppliers of food in 
gredients and packaging with 


I 
food manufacturers. Later it 


Dell, Ariba Join Forces to 
Create B-to-B Exchange 


Purchasing power a 
boost for customers 


BY DEWAYNE LEHMAN 
A new alliance between Ariba 
Inc. and Dell Computer Corp. 
will open up business-to-busi- 
ness e-commerce opportuni- 
ties for small and medium-size 
businesses, analysts said. 

Dell, in an announcement 
last week, said it will use Ari- 
ba’s e-commerce software to 
create a business-to-business 


marketplace for its customers, 
linking them to the Ariba net- 
work. The alliance will stream- 
line the procurement process 
for improve 
their purchasing power with 
vendors, the company said. 

“It’s a first step for Dell and 
other vendors to build [e-com- 
merce] superstores,” said ana- 
lyst Simon Yates at Forrester 
Research Inc. in Cambridge, 
Mass. 

The deai may be a particular 
boon for Dell because it will let 
it target small and midsize 


businesses and 


plans to offer value-added ser- 
vices such as financing, logis- 
tics and shipping. 

Minnetonka, Minn.-based 
Novopoint.com will be devel- 
Mountain 
Ariba 


Commerce Platform. 


View, 
B2B 


oped using 


Calif.-based Inc.’s 

Bob Lumpkins, vice chair- 
man at $6 billion Cargill, 
emphasized _ that and 
beverage industry participants 


food 


are expected to own a majority 


of equity in the venture, 


although Cargill is the only 


businesses with an added level 
of service, some analysts said 
“It’s going to make it more 
compelling for Dell customers 
to remain Dell customers, and 
it’s going to make a better argu- 
with Dell's 
competitors to switch over,” 


ment for those 
said Erica Rugullies, an analyst 
at Giga Information Group Inc. 
in Cambridge, Mass. 

Among the services that will 
be available on the network are 
payment 
that Ariba and American Ex- 
press Co. will develop jointly. 

Dell PowerEdge 
servers with the Ariba applica- 
tion will be available in the 
second quarter, and access to 
the business-to-business mar- 
ketplace will be available by 
the third quarter. D 


electronic systems 


said its 


company to sign on so far. 

Lumpkins estimated that by 
using the exchange, the indus- 
try will save between $5 billion 
and $10 billion annually. 

One of the 
lenges food manufacturers 
face is quickly identifying and 


biggest chal- 


acquiring the ingredients they 
need at a given time to make a 
particular because 
the grade and quality of ingre- 
dients can vary widely. Juice 
manufacturers, for 
may need less sugar if the fruit 


product, 


example, 


that is available for purchase is 
at a certain stage of ripeness. 
“Companies need a system 
to quickly [ascertain] custo- 
mers’ demands and propagate 
those demands back to suppli- 
ers,” said Larry Lapide, an ana- 
lyst at AMR Research Inc. in 
An online market- 
place, he said, “offers a lot of 
opportunity for synchronizing 


Boston. 


manufacturers and suppliers in 
a just-in-time fashion.” 

Earlier this month, Cargill 
teamed with Wilmington, Del.- 
based Du Pont Co. and Inver 
Grove Heights, Minn.-based 
Cenex Harvest States Cooper- 
atives to launch an online ex- 
change where farmers can buy 
supplies and sell produce. That 
exchange, dubbed Rooster.- 
com, is slated to launch May 1. 

Lumpkins said he doesn’t 


expect the two exchanges to | 


be integrated because they 
represent opposite ends of the 
supply chain. Dd 
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ransporters 
aunch Net 
Marketplace 


BY LINDA ROSENCRANCE 
Six major transportation com- 
panies last week merged their 
logistics units and launched 
Transplace.com, a Web-based 
marketplace they say will be a 
“one-stop supermarket” for 
transportation services. 

Transplace.com will be a 
commonly owned, Internet- 
based global transportation 
logistics company. By com- 
bining their logisitics units, 
the companies said they will 
have added purchasing power, 
which will allow them to lower 
their costs for fuel, equipment, 
maintenance, repair parts and 
other services. Greg Girard, 
an analyst at AMR Research 
Inc. in Boston, said the firms 
merged their logistics units, in 
part, to provide a global scope 
to their offerings, as well as to 
compete in the ever-changing 
logistics marketplace. 

“Internet-based logistics ex- 
changes have really shifted the 
basis of competition in truck- 
load and _less-than-truckload 
logistics. Some have created 
a huge market capitalization,” 
Girard said. “This is an effort on 
the part of these traditional as- 
set logistics companies to com- 
pete in this new environment.” 

In addition to its logistics 
business, each of the six com- 
panies is contributing $5 mil- 
lion to the venture. Last year, 
the companies’ logistics units 
had total combined revenue of 
$650 million. D 


New Freight Site 


Transportation companies 
forming Transplace.com: 


= Covenant Transport Inc. 
Chattanooga, Tenn. 


= J. B. Hunt Transport Services 
Lowell, Ark. 


= M. S. Carriers Inc. 
Memphis 
= Swift Transportation Co. 


Phoenix 


= U.S. Xpress Enterprises Inc. 
Dallas 


= Werner Enterprises Inc. 
Omaha 
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Continued from page 1 


Manufacturers 


ucts from there” as the ability 
for customers to make more in 
formed purchasing decisions, 
A. Pasquarette, an ex 
National 


Austin, Texas. 


said John 
ecutive at Instru 
ments Corp. in 

“A lot of the people hyping 
business-to-business e-com 


merce are applying business 
to-consumer thought process 
es,” said Bill Swanton, an ana 
AMR Research 


But although the In 


lyst at Inc. in 
Boston 
ternet promises to quickly 
open broad new markets and 
revenue opportunities for 


companies selling to con 
sumers, the same isn’t always 


true in a_ business-to-busi 


Continued from page 1 


Airwave Auction 


after the govern 


ment’s Tom 


Wheel 


lular 


announcement, 

president of the Cel 
Telecommunications In 
PIA) in 
Washington, which represents 
large AT&T 
Wireless Group and Vodafone 
AirTouch PLC, said the FCC’s 


decision would eliminate “the 


dustry Association (( 


such as 


competitive provision of third 
generation wireless services in 
this band.” Earlier this year, the 
CTIA vowed to take court ac 
tion if the FCC reserved the 6 
MHz for private wireless users. 
Lauding the FCC’s decision 
Laura Smith, executive direc 
Tele 


tor of the Industrial 


communications Association 
(ITA) in Arlington, Va., which 
represents more than 3,300 
corporate wireless users, said, 
“Our 


spectrum 


members need the new 
now” 
overcrowding in urban areas. 
Northwest Airlines Inc. in St 
Paul, Minn., an ITA member, 
operates an extensive nation- 
wide ground network over a 
private wireless system, and 
that network is essential to the 
management of such opera 
tions as aircraft de-icing, Smith 
said. Though the airline could 
use a commercial carrier, “costs 
would be higher, and [a com 
mercial service would not be] 
as safe or reliable,” he said. A 
Northwest spokesman con- 


firmed that statement. 


Donald Vasek, director of 


because of 


ness environment, he said. 
“When talking of 
small and medium-size manu 


you're 


facturers, they’re usually part 
of a tiered supply chain, they 
have a fairly steady customer 
base and their job is to give the 
best customer service and the 
these cus 
tomers, Swanton added. 
National 


provides customers 


lowest cost” to 


Instruments’ site 
most of 
which are electronics product 
manufacturers — a slew of de 
cision-support tools and con- 
that help them 
right products for 


figurators 

choose the 
their automation and measure 
ment needs without much in 
National In 
struments’ sales staff, Pasqua 


volvement with 
rette said. 
“That, from a strategic level, 


is where we see the value of 


the 
Personal Communications In 


government relations at 


ustry Association in Alexan- 


dria, Va 
trum up for grabs “is ideal for 


said the new spec 
private users because it is adja 
cent to the existing 800-MHz 
band where they already oper 
ate, meaning it will not be too 
expensive to build equipment 
for the new frequencies.” 

But Vasek pointed out that 
the upcoming auction marks 
the first time these land mobile 
users will have to pay for spec 
trum. Douglas Fields, vice pres 
ident for telecommunications 
at UPS Information Technolo 
Atlanta 


based United Parcel Service of 


gies, a subsidiary of 


America Inc., questioned the 
whole auction process. 

“There has to be some rea 
sonable way to allocate spec 
trum to people who could ac 
tually see it through to a ser 
vice,” he said 

Memphis-based FDX Corp 
operates the world’s largest 
private wireless network. Ac- 
cording to Keith McGarr, vice 
president of the company’s in 
formation technology engi 
neering division, it couldn't get 
the same performance from a 
commercial system as it gets 
from its own. “There is not an- 
network that 
would give us both voice and 
IP at 19.2[M bit/sec.],” he said. 

The FDX network 
some 43,000 Federal Express 
vehicles nationwide, 


other wireless 


serves 


delivery 
and when the company needs 
spectrum, it will work 
through “band managers” such 
as the ITA, McGarr said. D 


new 
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E-Commerce 
Not for Profit 


While consumer sites aim to 
increase revenue and find new 
customers, manufacturing sites’ 
goals are primarily to: 


tomer cer 
tomer Service 


@ improve cu 


w Reduce operating cost: 


everything we do on the Web,” 
he said. Web-based sales cur 
rently account for less than 5% 
of all sales at the $300 million 
maker of technical measure 
ment and automation systems. 

“E-commerce is not a high 
value or a high-priority part of 
our Web focus,” echoed Andy 
Andrews, an export sales man 
Paratherm 


ager at Corp., a 


Manutacturin 


Allows e-commerce 
use without big 
up-front investment 


BY JAIKUMAR VIJAYAN 


The National 
Manufacturers (NAM) and the 
Universal Business Exchange 
(Unibex), a Washington-based 


Association of 


developer of digital market 
places, last week launched an 
online — business-to-business 
portal for manufacturing com 
panies. 

Manufacturing Central (www. 
manufacturingcentral.net), an 
nounced at the National Man 
ufacturing Week conference, 
will act as a hub that will bring 
together hundreds of intercon 
nected communities or elec- 
tronic marketplaces, each rep 
resenting a distinct industry or 
product category 

By subscribing to the ser 
vice, businesses will be able to 
access a wide portfolio of ser 
vices ranging from basic Web 
site design and hosting to buy 
ing and selling products over 
the Web and participating in 
online auctions. 

“The real value of a portal is 
that it gives you the tools to 
build your Web presenee” and 
help companies publicize their 
presence more effectively, said 
Thomas J. Orlowski, vice presi- 
dent of information systems at 


Conshohocken, Pa.-based man- 
ufacturer of heat-transfer fluids. 
Since Paratherm’s products 
need to be engineered for spe- 
cific applications, the purchase 
process typically involves a lot 
of interaction the 
tomer before the sale is made. 
The Web provides a way to 


with cus- 


reduce the time and the cost of 
information, 
“We 


e-commerce [component] on 


delivering such 


Andrews said. have an 
the site only because we want- 
ed to be ahead of the curve” in 
giving customers the option to 
buy from the site, he said. 

In fact, the only manner in 
which Web 
provide a return on investment 
is in how they help companies 


many initiatives 


cut operating costs and there- 
by increase said 


David Krauthamer, an 


margins, 
infor- 


Animes 2 AR AAA 


DUMPU icine MGIC Cl, foul 


mation technology director at 
Advanced Fibre Communica- 
tions Inc., a manufacturer of 
telecommunications equip- 
ment in Petaluma, Calif. 

“It gives you a way to take 
your low value-added process- 
es, such as phone support, and 
[them] to the Web,” 
Krauthamer said. 

“There’s a lot of uncertainty 
about the real business propo- 


move 


sition” of having an e-com- 
merce-enabled site for many 
small and midsize manufactur- 
ers, said Thomas J. Orlowski, 
vice president of information 
systems at the National Asso- 
ciation of Manufacturers in 
Washington. “When a [compa- 
ny] president asks, ‘How soon 
am I going to get a return on 
nobody’s 


this investment?’ 


really sure.” D 


Group Launches B-to-B Hub 


NAM in Washington. 

In addition to an initial setup 
fee and unspecified transac- 
tion fees, member companies 
will also have to pay a monthly 
fee of $50 to $250 to access 
these services. 

Manufacturing Central is 
aimed at providing manufac- 
turing companies — both large 


and small a way to quickly 


participate in e-commerce 
without having to invest large 
sums up front, said Mady Jali- 
nous, founder and CEO of 
Unibex. The hub will also give 
large companies that may al- 
ready have set up similar on- 
line marketplaces of their own 
a way to extend their supply- 
chain partners and their reach, 
Jalinous added. D 


SAP Spin-off to Run B-to-B Market 


After missing the recent wave of 
online exchange deals, SAP AG 
last week said it’s setting up a 
new U.S.-based subsidiary that 
will take charge of its efforts to 
develop and run business-to-busi- 
ness marketplaces for users 

The new company will be called 
SAPMarkets and is due to open 
for business in May, with head 
quarters in Palo Alto, Calif. SAP 
said it expects to make an initial 
investment of nearly $500 million 
in the subsidiary, which will start 
out with about 150 employees 

Since last summer, SAP has 
announced deals to set up 10 
oniine marketplaces and trading 
exchanges. But lately, it sat and 
watched while Oracle Corp. and 
other software rivals announced 
marketplace plans with key users 
in businesses such as the auto, 
retail and petroleum industries. 

SAP needs to do better or it's 
“going to get marginalized in 
what's turning out to be a really 


hot market,” said Joshua Green 
baum, an analyst at Enterprise 
Applications Consulting in Berke- 
ley, Calif. “There have been some 
big announcements lately, and 
SAP hasn't been part of them.” 

Ajit Nazre, who will be vice 
president of business develop- 
ment at SAPMarkets, said the 
stand-alone unit should be able 
to move more quickly than SAP it- 
self has to date. And the Silicon 
Valley location is meant to put the 
new subsidiary “where the action 
is,” he added. 

SAP is also looking to hire a 
U.S. executive to be CEO of SAP- 
Markets. In the meantime, Hasso 
Plattner, SAP's co-CEO, will run 
the subsidiary on an interim basis 

SAP wasn't the only enterprise 
resource planning vendor making 
a marketplace move last week: 
Denver-based J. D. Edwards & 
Co. said it’s also setting up a new 
unit focused on trading ex- 
changes. - By Craig Stedman 
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a scalable Power Array” gets 
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couldn't be 
any simpler. 










Data access is critical to both your internal and external 
customers. Now that applications like messaging, Web 
integration and E-commerce are deemed mission-critical, 
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NEWS 


usiness Could Sway 
Internet ‘Tax Board 


Congressional commission will vote 
this week on tax recommendation 


BY PATRICK THIBODEAU 
HE FATE 
ommendation 


OF A rec 
by 
the Advisory Com- 
Elec- 


mission on 


tronic Commerce 
as to whether the federal gov- 
ernment should impose taxes 
on the sale of goods and ser- 
the Internet 


rest with a pivotal bloc of six 


vices over may 
members who represent busi- 
nesses. 

The will hold 
its final meeting this week in 
Dallas. Any recommendation 
won't have an immediate im- 


commission 


pact on businesses. But it may 
be influential in shaping the 
online tax policy debate in 
Congress. 

It’s unlikely that the com- 
will the 


quired two-thirds majority — 


mission muster re- 
or 13 out of 19 votes — on the 


thorniest issue before this 
group: whether mail and Inter- 
net 
sales taxes in states where they 


don’t have a physical presence. 


retailers have to collect 


But depending on how the 
business group votes, a majori- 


Lands End Tai 


Retailer poised to 
expand market reach 


BY KATHLEEN OHLSON 
Online and mail-order retailer 
Lands’ End Inc. has extended 
its e-commerce reach by tar- 
geting corporate clients. 

The Dodgeville, Wis.-based 
apparel maker last week an- 
nounced a three-pronged ini- 
tiative to attract more corpo- 
rate Lands’ End, 
which had previously offered 
corporate merchandise in 
print catalogs via phone or- 
ders, this spring will launch a 
Web site that targets corporate 
customers and provides real- 
time customer service. 

Lands’ End been 


business. 


has in- 


ty may emerge. “I think mem- 
bers of Congress would be per- 
suaded by a majority position,” 
Virginia James 
Gilmore, who heads the com- 
Other 
members include state gover- 
nors, federal officials and some 
special-interest group repre- 
sentatives. 


said Gov. 


mission. commission 





LN 
GOV. JAMES GILMORE says com- 
mission could influence Congress 


What has become clear is | 
that six businesses that help | 
make up the commission could 
be pivotal. “If the six, by some 
chance, voted as a bloc, then 
they become the swing bloc,” | 


ors to Corpora 


volved in the business-to-busi- 


ness market for nine years and 
extended its online effort this 
year at the request of corporate 
clients, said Mike Grasee, di- 
rector of Internet development 
for Lands’ End corporate sales. 

The retailer is also develop- 
ing online custom stores for 
clients, providing merchandise 
and editorial content tailored 
to individual companies. 

So far, 
been built for corporate cli- 
ents, including General Motors 
Corp.’s Saturn Corp. division 
and RadioShack, Tandy Corp.’s 
retail operating arm. Lands’ 
End expects to build a total of 
30 online stores by year’s end. 

Saturn’s store services 8,000 


seven stores have 


employees through its corpo- 


rate intranet and more than 





said Frank Schafroth, director 
of state and federal relations 
at the National 
Association in Washington. 
The business caucus, which 
includes America Online Inc., 
The Charles Schwab Corp., 
MCI WorldCom Inc., AT&T 
Corp., Time Warner Inc. and 
Gateway Inc., recently released 
a proposal that called for prohi- 


Governors 


bitions against taxes on Inter- 
net , an end to the 3% 
federal excise tax on telecom- 
munications and a ban on taxes 
against digital The 
group also called for an end to 
“disparate tax treatment of 
Main Street and Internet sell- 
ers” but didn’t offer a proposal 
on how to make that happen. 
The businesses on the com- 
mission are being 
philosophically closer to the 
pro-tax government members 


acce 


goods. 


seen as 


on the commission. 


Gauging Impact 

One commission member, 
Stanley Sokul, agreed with Gil- 
more that the commission’s re- 
port could still have an impact, 
even if it doesn’t get two-thirds 
backing — especially if the 
three Clinton administration 
appointees back taxes on re- 


mote sellers. A Republican 


e Clients 


400 retailers over the Internet. 
Karen Orso, a program man- 
ager at Saturn, said Lands’ End 
supplies casual attire to Saturn 
employees, “with great cus- 
tomer service.” The automaker 
to women’s 
sizes, whereas before it was lim- 
ited to unisex clothing, she said. 
Starting next month, the cus- 
tom stores will feature Logo- 
SnapShot, an interactive tool 
that shows how corporate logos 
will appear on different items. 


Extended Initiative 


Lands’ End’s corporate ini- 
tiative also covers online pro- 
curement. The retailer has 
joined Walnut Creek, Calif.- 
based Commerce One _ Inc.’s 
MarketSite and Mountain View, 
Calif.-based Ariba Inc.’s Ariba 


now has access 





ae a2 
The Odds 


The congressionally appointed 
19-member Advisory Com- 
mission on Electronic Com- 
merce will hold its final meeting 
this week in Dallas. Recommen- 
dations by this group of state, 
federal and business represen- 
tatives are carried with two- 
thirds, or 13, votes. 

Long-shot: It’s unlikely the commission 
will agree on its toughest issue - tax collec 
tion by remote sellers 


Good bet: Likely to oppose any tax on 
Internet service providers 

Internet tax moratorium, but moratorium 
won't cover sales and use tax issues 


Possible: Recommend eliminating federal 
telecommunications excise tax 


Congress might put little polit- 
ical weight on their vote, he 
said. “There’s this little thing 
going on called the Gore presi- 
dential campaign,” said Sokul, 
a consultant to the Association 
for Interactive Media in Wash- 
ington. 

The head of one big Internet 
seller — Michael Dell, the 
chairman and CEO of Dell 
Computer Corp. — said the tax 
problem is increasingly a glob- 
al one, especially as more 
products are bought outside 
the U.S. “I think taxation sys- 
tems for transactions on the 
Internet should not be any dif- 
ferent than transactions in the 
physical world,” said Dell. D 





Network, each of which pro- 
vides a central location for cor- 
porations to shop for supplies 
and merchandise, Grasee said. 

Analysts said Lands’ End’s 
business-to-business move will 
expand its customer reach. 

“They’ve set the standard of 
best practices in logo apparel,” 
said Bob Parker, an analyst at 
AMR Research Inc. in Boston. 
Lands’ End was first in its space 
to integrate real-time customer 
service with online shopping, 
Parker said, beating out 
main competitors, Eddie Bauer 
Inc. and L. L. Bean Inc. 

But Lands’ End needs to col- 
laborate with other suppliers 
of logo accessories in order to | 
provide customers with a full 
product range, he said. 

It must also increase sales 
while offsetting a decrease in 
catalog mailings, said analyst 
Ken Cassar at Jupiter Commu- 
nications Inc. in New York. 


its 
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AP, Oracle 
Alter Release 
otrategies 


BY CRAIG STEDMAN 
SAP AG and Oracle Corp. are 
both changing their business- 
application release strategies, 
in dueling attempts to provide 
users with more unified soft- 
ware packages. 

Executives at SAP said that 
this spring the German soft- 
ware vendor plans to start syn- 
chronizing the releases of new 
applications, such as its data 
warehousing, supply-chain 
planning and business-to-busi- 
ness procurement software. 

Previously, those applica- 
tions were released on sepa- 
rate delivery schedules, 
which sometimes resulted in 
technical inconsistencies be- 
tween the different packages, 
said Klaus Kreplin, SAP’s vice 
president of data warehous- 
ing development. 

But SAP now intends to re- 
lease coordinated upgrades of 
the applications every six 
months or so to make the in- 
stallation process less compli- 
cated for users, Kreplin said. 


Tighter Integration 

Oracle is taking a similar 
tack by combining its enter- 
prise resource planning and 
customer relationship manage- 
ment applications into a joint 
product line, as part of an up- 
grade that’s due out this spring. 

Joel Summers, Oracle’s vice 
president of human resources 
software development, said the 
company also plans to speed 
up the way it releases new fea- 
tures by including some in 
minor software upgrades. Un- 
til now, those upgrades have 
mostly been limited to bug fix- 
es and patches. 

David Dobrin, an analyst at 
Benchmarking Partners Inc. in 
Cambridge, Mass., said new 
users stand to benefit if the ap- 
plications they’re buying are 
more tightly integrated. 

But releasing new applica- 
tions every three to six months 
can put pressure on a software 
vendor’s quality-control team 
and make it difficult for exist- 
ing users to keep up, Dobrin 
added. “Most users hate fre- 
quent releases,” he said. D 
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BellSouth, AT&T Jockey 


For Wireless Data Market 


Flat rates and pacts with other service 
providers target corporate users 


BY BOB BREWIN 
Wireless 
Data dusted off its 


LLSOUTH 


old paging service 
renamed 

it MyBiz Interactive 
added better 
serve corporate The 


Woodbridge, N.J.-based com 
with 


last week 
and features to 
users. 
ae 
aeais 


pany also 


three 


signed 

application service 
as part of a strategy 
wireless business 
applications to corporate users 
In a related development 
hat’s also targeted at 
AT&T 
Redmond, Wash., 


corpo 
rate customers Vire 


less Group in 


introduced what it called the 
first flat-rate wireless pricing 
program, offering unlimited 
wireless IP service for $14.99 
per month per user. 

Analysts said these moves 
represent jockeying by well- 
heeled national carriers to win 
the wireless soul of corporate 
America 

Greg Griffin, director of ser- 
vice at Monarch Marking Sys 
tems Inc. in Dayton, Ohio, a di 
White NY. 


ur Corp., said Bell 


vision of Plains, 


based Pax: 
South’s interactive paging ser 


vice has already allowed his 


company to create a “virtual 


President Clinton Awards 
Science, Technology Medals 


Swifter processing 
predicted, debated 


BY GARY H. ANTHES 

Moore’s Law, which states that 
the power of silicon chips dou- 
bles every 18 to 24 months, will 
“run out of steam” in 15 years, 
Ray Kurzweil predicted last 
week. But not to worry — mole- 
cular computing will take over 
and offer its own law of tech- 
nology acceleration, he said. 

Kurzweil, founder and CEO 
of Kurzweil Technologies Inc. 
in Wellesley, Mass., 
16 technologists and scientists 
and one company that were 
awarded National Medals — 
sometimes called the U.S. No- 
bel Prize — by President Clin- 
ton last week. 

Kurzweil was cited for “pio- 
neering achievements in com- 
puter science that have over- 
come barriers for disabled per- 
sons,” including _print-to- 
speech reading machines and 
speech-recognition technology. 

Other technology awards 
went to: Glen Culler, who de- 


was one of | 


veloped innovations in multi- 
ple branches of computing and 
did pioneering work on the 
Arpanet, the forerunner of to- 
day’s Internet; Robert W. Tay 
lor, another Arpanet pioneer; 
Robert A. Swanson, for his 
work in biotechnology and for 
helping to recognize the com- 
mercial potential of recombi- 
nant DNA; and Symbol Tech- 
nologies Inc. in Holtsville, N-Y., 
for “creating the market for 
laser bar-code scanning” and 
for work in mobile and wire- 
less computing. 

Science medal winner Rob- 
ert Solow, professor emeritus 
of economics at MIT, said 
there’s a gap between what 
visionaries like Kurzweil 
able to dream up and the ability 
to turn new technologies into 
economic reality. 

Solow said the U.S. has been 
lucky to have reached the same 
rate of economic growth in the 
past four years that it experi- 
enced from 1948 to 1970. “Japan 
cannot dig its way out of a 
ditch, and Europe is in a persis- 
tent state of recession,” he said. 

Kurzweil said Moore’s Law 


are 





office” for its 100 technicians 
who service Monarch thermal 
bar-code printers nationwide. 
The technicians all 
handheld pagers from Wa- 
terloo, Ontario-based 


carry 


Research In Motion 
Ltd. (RIM). The 
pagers are equip- 
ped with  key- 
boards that allow 
quick, two-way ex- 
changes between 
the field and the 
home office, Grif- 
fin said. “The tech- 
nicians can receive 
e-mail as well as 
technical bulletins,” 
said Griffin. “This 
also allows them to 
contact other techni- 


cians directly to de- 


put forth by Intel Corp. co 
founder Gordon Moore in 1965 
as he observed the progress of 
mostly 2-D chips — will be aid 
ed by the development of 3-D 
processors. Simple processors 
2009 that 
they will disappear, he said. 

In 25 
computer chips will be so small 
and so smart that they will be 


will be so small by 


years, said Kurzweil, 


put into the human body to 
handle sophisticated tasks such 
as replacing brain cells dam- 
aged by Parkinson’s disease 
“You could have millions of 


termine the location of spare 
parts.” 
BellSouth signed deals with 
the following wireless applica- 
tion service providers: 
@ Mobile Data Solutions 
Inc. in Garden Grove, 
Calif, which is fo- 
cused on providing 
service to small 
utilities 
home 
companies. 
w Aether Systems 
Inc. in Owings 
Mills, Md., which is 
developing a proof-of- 
delivery for the 
transportation industry. 
@ Dynamic Mobile Data 
Systems Inc. in Somerset, 
N.J., which is developing 


and 
services 


system 


an Internet-based dis- 


nanobots in your bloodstream 
communicating with the neu- 
rons in your brain,” he said. 

But 
Lynn Margulis, a professor at 
the University of Massachu- 
setts Amherst and an expert on 


science medal winner 


the evolution and structure of 
human cells, pooh-poohed such 
assertions. Instead, she painted 
a somber picture for the future 
of the human race. 

“We are plague mammals, 
and plague mammals multiply 
fantastically until just before 
the last generation,” she said. D 
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patch package for the trucking 
and insurance industries. 

AT&T Wireless touted its 
Cellular Digital Packet Data 
flat-rate plan as _ providing 
greater utility at a lower cost 
than other cellular carriers. 

Brian Ruggiero, first vice 
president of the electronic 
business division at Country- 
wide Credit Industries Inc. in 
Calabasas, Calif., has used the 
new AT&T Wireless data ser- 
vice on a trial basis for the past 
three months. 

Having the ability to use a 
“wireless phone to gain access 
to mortgage information helps 
set us apart from our competi- 
tors,” said Ruggiero. 

Ruggiero also pointed out 
that the flat-rate deal keeps 
him from worrying about his 
wireless charges. 


How Big Is the Market? 


All the big wireless carriers 
have started to focus on the 
corporate market, said Andrew 
Jenkins, an analyst at Barclays 
Capital in New York. “The big 
question is: How big is that 
market?” he said, pointing out 
that the market could be “any- 
where from 2 million to 20 mil- 
lion users with a device like 
the RIM.” 

Sam May, an analyst at Min- 
neapolis-based U.S. Bancorp 
Piper Jaffray Inc., said the com- 
petition in the wireless field 
has reached the stage where 
“every contending Internet 
portal and service provider 
must have a legitimate plan in 
place for wireless connec- 
tivity” by the end of the year if 
they want to be considered se- 
rious players. D 


Win 2k Developers Hit Streets, Meet Users 


BY DOMINIQUE DECKMYN 
After Windows 2000 was re- 
leased to manufacturing in De- 
cember, more than 400 mem- 
bers of Microsoft Corp.’s Win- 
dows development team hit 
the road to spread the word to 
existing customers. 

According to Microsoft lead 
product manager Craig Beilin- 
son, more than 1,400 small and 
large enterprises in 28 coun- 
tries received a free visit from 
a Windows 2000 engineer to 
help them install and under- 
stand the new operating sys- 
tem. Customers were able to 
ask in-depth questions about 





the Windows 2000 code. 

James Gillen, 
technical architecture at Bell 
Mobility Inc., a Toronto-based 
wireless carrier, said he was 
surprised when Microsoft 
called him with an offer to 
send over a Windows 2000 
developer. “Microsoft is not 
known for opening the ki- 
mono,” said Gillen. 

In February, Bell Mobility 
met for several hours with two 
members of the Windows 
2000 development team and 
received hard-to-get informa- 
tion. As a result, the company 
may end up rolling out Win- 


manager of 


dows 2000 in parts of its busi- 
ness where it previously hadn’t 
expected to, said Gillen. 

Most members of the Win 2k 
team have returned to their 
jobs writing code, said Beilin- 
son. But Microsoft is consider- 
ing a repeat of the program for 
future product rollouts, he said. 

“This is something cus- 
tomers were clamoring for,” 
said Laura DiDio, an analyst 
at Giga Information Group 
Inc. in Cambridge, Mass. “Any- 
thing that opens up [Windows 
2000] and lets people have a 
peek under the covers is a good 
| sign,” said DiDio.D 
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ago, and the product quick But when Version 2.0 ships 
el ors res e Or pp n grati assumed a market share lead | next month, it will contain 


against competitors like Tibco | a higher degree of IBM-devel- 


BY LEE COPELAND that IBM plans to beef up the ; on components from New Era | Software Inc. and Mercator | oped content and _ business 
With the application integr: rules engine in its MQSeries | of Networks Inc. (NEON). Software Ltd. IBM licensed the | rules. IBM _ officials — said 
tion market expected to grow | Integrator business integration IBM released MQSeries In rules engine from NEON in | NEON’s technology is now just 


year over year, it’s no surprise | tool and lessen its dependence | tegrator less than two years | Englewood, Colo. one node in the new version. 

“IBM has taken a leadership 
position in the integration 
market, but NEON is poised to 
do extremely well in concert 
and in competition against 
IBM,” said analyst Susan Eustis 
at Wintergreen Research Inc. 

in Lexington, Mass. 
According to Wintergreen, 
| IBM quadrupled its share of 
ce the integration tools market 
e{-t4ish address from 16 million to 67 million 
bs units sold last year. The mar- 
keting research firm expects 
that market to inc e from 
million last year to $17 bil- 

lion by 2006. 


B tt | a | IBM customer VF Corp. in 

Etter COMpPensatlon: Pixsensboro, NC. the world’ 
top jeans maker, uses MQ Ir 
grator as the middleware be 
tween its legacy manufactur- 
ing systems and its SAP AG en- 
terprise resource planning sys- 
tems, said Carl Choate, vice 
president of information sys- 
tems at VF Se 

MQ Integrator acts as the 
go-between for 20 data inven- 
tory transaction inputs from 
the P system and six out- 
bound fulfillment requests 
in the legacy systems. For 
ample, an SAP-generated 

fabric-cut order gets routed 
by MQ Integrator to fabric 
shop systems, which deter 
mine the bale size to fulfill that 
request. 

The only other option 
would be to custom develop 
our own software or the very 
awkward [file transfer proto- 
col] option,” Choate explained. 
“You have to write files of data 
on the legacy side, then per 
form separate operations to do 
file transfers to SAP. So instead 
of those two or three steps, it 
handles all of that < 
a guaranteed deliver ery.’ 


Tibco Software 
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Intel Buys Danish 
Chip Design Company 


intel Corp. last week announced 
that it will buy Denmark-based 
communications chip design com- 
pany Giga AS in an all-cash trans- 
action valued at $1.25 billion. Upon 
completion of the acquisition, Giga 
will become a subsidiary of Intel 
and will report within Level One 
Communications Inc., another sub- 
sidiary that’s part of Intel’s Network 
Communications Group. 


Sema, LHS to Merge 


In an effort to create a mobile com- 
munications software powerhouse, 
telecommunications software and 
services providers Sema Group PLC 
and LHS Group Inc. have agreed to 
an all-stock merger transaction val- 
ued at $4.7 billion, the companies 
announced last week. Under the 
terms of the agreement, London- 
based Sema will swap 2.6 shares 
for each share of Atlanta-based 
LHS, which have been valued for 
the deal at $69.70 apiece. 


Epiphany to Buy 
CRM Vendor for $3B 


E.piphany Inc., a San Mateo, Calif., 
vendor of marketing data analysis 
software, last week said it plans to 
buy privately held Octane Software 
Inc. in a stock-swap deal valued at 
about $3 billion. Octane, also based 
in San Mateo, makes customer rela- 
tionship management (CRM) soft- 
ware that lets call center workers 
deai with customers via the phone, 
e-mail, faxes or the Web. 


Oracle 03 Profits Soar 


Database giant Oracle Corp. last 
week reported an 80% increase in 
profits for its third quarter. The 
Redwood Shores, Calif.-based soft- 
ware company reported net income 
of $498 million, or 17 cents per 
share, for the quarter ended Feb. 
29, up from $277 million, or 9 
cents per share, during the same 
period last year. Oracle executives 
attributed the results to overall in- 
creases in sales across the compa- 
ny’s product lines and to cost-sav- 
ing efforts the company initiated 
nine months ago, which dramatical- 
ly reduced operating costs. 


NEWS 


Supply-Chain App 
Vendors Consolidate 


But i2 Technologies must demonstrate that 
it can integrate manufacturing software 


BY CRAIG STEDMAN 
ITH 
acquisitions 


rwo 


announced 

last week, i2 

Technolo- 
gies Inc. is moving to piece to- 
gether a unified set of supply- 
chain planning and purchasing 
applications for big manufac- 
turers. 

But analysts said the Dallas- 
based company needs to show 
that it can get its software to 
work with the products it is 
bringing into the fold through 
the purchases of Aspect Devel 
opment Inc. in Mountain View, 
Calif., and Supplybase Inc. in 
San Francisco. 

The wheeling and dealing 

i? 


“gives i2 the biggest supply- 


chain footprint that anyone 
has,” said Pierre Mitchell, an 
analyst at AMR Research Inc 
in Boston. 

For manufacturers, Mitchell 
said, Aspect and Supplybase 
sell component-sourcing and 
purchasing management appli- 
cations that can complement 
i2’s production and distribu- 
tion-planning tools. 


App Grab Bag 

For now, however, the differ- 
ent products amount to “a grab 
bag of applications,” he added. 
“They have to get this stuff in- 
tegrated if they’re going to pro- 
vide a single procurement sys- 
tem toa [user].” 

After making its mark as a 
planning applications vendor, 


All for One 


Some facts about i2 and the 
two vendors it is buying: 


i2 Technologies: 
1999 revenue: $571M 
Employees: 3,000 
Customers: 650 


Aspect Development: 
1999 revenue: $95M 
Employees: 800 

Customers: 180 


Supplybase: 

1999 revenue: Not available 
(Company is privately held) 
Employees: 65 
Customers: 7 


“close to delivering 


supply-chain 


i2 is now 
complete solu- 
tion” that 


business-to-business 


also encompasses 


trading 


Nortel Adds to Optical Networking Portfolio 


Company purchases 
Xros for $3.25B 


BY JAMES COPE 
Nortel Networks Corp. said 
last week it would purchase 
Xros Inc. for $3.25 billion in 
stock. The acquisition gives 
Nortel Xros’ optical switching 
technology, which Nortel said 
is critical for creating end-to- 
end all-optical networks. 
Fiber-optic networks will 
increasingly impor- 
tant as companies look to out- 


become 


source to application service 
providers, Nortel said, because 
optical promises to provide a 
real-time experience for users 
connected to a remote server. 
The Xros acquisition adds to 
Nortel’s capability to switch 
and route the data at the opti- 
cal layer. Today, even on net- 
works that use optical fiber for 
data pipes, switching and rout- 
ing still has to be done electri- 
cally, and converting optical 
signals to electrical and back 
again can create congestion at 


network junctions in the pro- 
cess, Nortel said. 

“The objective is to try to do 
the switching with light,” said 
Tam Dell'Oro, an analyst at 
The Dell’Oro Group Ine. in 
Portola Valley, Calif. 

‘The way that optical trans- 
mission over light works today 
is dumb. The brains are in the 
routers and switches, and all 
the brain work is done electri- 
cally,” Dell'Oro said. 


New Switch to Be Tested 


Nortel said the first product 
from Sunnyvale, Calif.-based 
Xros would be the X-1000 opti 
cal switch, which is capable of 
optically connecting up to 1,152 
pairs of optical fiber inputs 
and outputs. 

The switch was designed to 
operate at today’s standard of 
10G bit/sec. and scale to speeds 
of 40G and 80G bit/sec. in the 
future. Customer trials for the 
X-1000 are 
summer, according to Nortel. 

Dell'Oro noted that optical 
networking start-up compa- 
nies are popping up every- 


scheduled for this 


where, a fact that isn’t lost on 
Nortel. The Brampton, Onta- 
rio, telecommunications equip- 
ment provider expects to in 


crease its optical business by 


Tech Exports 


BY DEWAYNE LEHMAN 
U.S. high-tech companies ex- 
ported a record $181 billion in 
products last year, accounting 
for just over one quarter of to- 
tal U.S. exports, according to a 
report released last week by 
the American Electronics As- 
sociation and Nasdaq Stock 
Market Inc. in Washington. 
The 1999 
that the high-tech industry has 


figures indicate 


become the No. | exporter of 


U.S. goods. The U.S. is also the 
leading high-tech importer, 
purchasing $220 billion in 
goods last year and creating a 
record-high trade deficit, the 
report said. 

Canada and Mexico were the 
United States’ largest markets 


Karen Peter 
Stamford, 


exchanges, said 
son, an analyst at 
Conn.-based Gartner 
Inc 

But a lot of work 1 
done to make that a re 
terson added 

And there’s more to be a 
than 


the Aspect and 


complished integrating 
Supplybase 
purchases. For example, under 


1 three-way deal announced 
earlier this month, i2 plans to 
link its supply-chain tools t 
IBM’s WebSphere e-commerce 


software 


Sanjiv 
during 
his company has been working 

integration v both As 
ind Supplybase 
development deals 
vere announced in the fall 

Aspect makes software and 
online catalogs for buying off 
the-shelf manufacturing com 
ponents, while Supplybase fo 
custom-made 


cuses on parts 


The all-stock deals are valued 
it about $7.6 billion for Aspect 


ind $300 million for Supply- 


» this year, Dell'Oro 


said Nortel's 
competitor is Murray Hill, NJ. 
based Lucent 
Inc., which 


billion in revenue from its opti- 


She biggest 
Technologie 
lechnologies 
had a total of $3.7 
cal business last year, compared 


with Nortel’s $4.6 billion. D 


reak Record 


last year, buying $29 billion 


and $22 billion in U.S. prod- 


ucts, respectively. Other top 


markets were Japan, the [ 
and South Korea. 

Between 1993 and 1999, the 
fastest-growing export Mar 
kets, with more that $1 billion 
in purchases, were the Philip- 
Ireland, 
according 


pines, South Korea, 
Brazil and Mexico, 
to the report. 

The data shows that the U.S. 
remains the leading high-tech 
user, with 159 million comput- 
ers. But the 
that the 
will surpass the U.S. in com- 
puter use by 2005. The U.S. will 
retain its lead in Internet use, 
the report predicts. D 


report predicts 


Asia-Pacific region 
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MARK HALI 


olaris rules ASPs 


UST NORTH of Silicon Valley in Pleasanton, Calif., a young ser- 
vice provider this week is unveiling a pristine 30,000-sq.-ft. 
facility. It will run applications for trendy dot-coms as well as 
for established manufacturers like Emerson Electric in St. 
Louis. But it won’t run many of them on Windows NT/2000. 
What makes this notable is that this application service 


provider, Intira Corp., runs cus- 

tomer applications — not pack- 

aged software. And what Intira’s 
Web customers run are Unix ap- 
plications, especially Solaris. 

If the ASP market were a techni- 
cal backwater, I don’t think Bill 
Gates & Co. would care one iota. 
But it must rankle Microsoft to be 
missing out on such a white-hot 
strategic market. Just last week, In- 
ternational Data Corp. said ASPs 
will explode from $296 million in 
sales last year to $7.8 billion in 2004. In an 
era where momentum is everything, Sun Mi- 
crosystems is getting the most from the ASP 
phenomenon. And Microsoft the least. 

Take JamCracker Inc. in Sunnyvale, Calif. 
Next week it will reveal its initial list of ASP 
partners using its proposed Information 
Technology Markup Language (ITML) as an 
open standard for ASP software integration. 
JamCracker’s founder, K. B. Chandrasekhar, 
says ITML will let IT managers stitch togeth- 
er application portfolios for their businesses 
from a program menu on JamCracker’s, or, 
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MARK HALL is Computer- 
world’s West Coast 
bureau chief. You can 
contact him at mark_hall@ 
computerworld.com. 


conceivably, a competitor’s ASP 
portal. JamCracker’s technology is 
built on Solaris and Java. 

And next month you'll hear 
about GoShip, a Southern Califor- 
nia concern that intends to give a 
boost to e-commerce operations 
that ship goods by land, sea or air. 


The company’s Solaris-hosted Java | store, sued Etoy.com, a site 


application lets buyers on every- 
thing from Amazon.com to Steel.- 
com pick and choose their pre- 
ferred carrier and mode, price and 
time of delivery, which they can’t do today. 
Wall Street, too, seems to like service 

providers that have linked their fortunes to 
Sun. San Francisco service provider Digital 
Think develops and deploys on Solaris. Its 


| e-learning software is used by everyone from | 


Charles Schwab customers to Cisco Systems’ 
sales force. Digital Think’s successful IPO 
last month created a few more Bay area mul- 
timillionaires, something formerly reserved 
for Windows developers. 

It’s a new world out there. And it looks 
less and less like one ruled by Windows. P 


O00 COMPUT>RWORLP 


~ COMPUTERWORLD March 20, 2000 


DAN GILLMOR 


Internet can be 
double-edged 


sword for some 


MAZON.COM AND eToys.com, 

two of the biggest Web retailers, 

are familiar enough with the In- 
ternet’s selling power. But in recent 
weeks, under fire for unpopular actions, 
they’ve learned how persuasive the Net 


| can be from the other direction — cus- 
| tomer buying power — and their ex- 

| periences offer big lessons for other 

| enterprises. 


Both companies had been engaged in the mod- 
ern equivalent of a land- 
grab. EToys, an online toy 


that had been created by 


| European artists before 


eToys had even been 

formed, claiming the right 

to force Etoy to change its 

name under trademark 

laws. Amazon had already ‘é 
used today’s flawed patent DAN GILLMOR is a 
system to win patents on aes j 
several business processes, News. Contact him at 
including its “I-Click” 


_ dgillmor@ 
checkout and its Web affil- eee 
iate programs 

In both cases, I believe the companies were 
wrong. But that’s not the issue here. What’s im- 
portant is the online reaction and the eventual 
impact. 

In both cases, online activists went to work. 


| They started spreading the word about what they 
considered improper behavior and calling for 


boycotts of the companies. EToys and Amazon 
deny that the boycotts had any impact, but their 


responses may suggest otherwise. 


EToys’ initial reaction was to stonewall and 


| bluster. But ultimately, it backed down, dropping 
| the lawsuit against Etoy.com, whose supporters 
| had urged various actions, including a boycott. 


Amazon’s patents also drew calls for a boycott. 


A company that had been a major beneficiary of 


the essential openness of the Internet was, in the 


| view of many critics, trying to create an unfairly 
| proprietary wall around its own business — and 
| even create a tax on others in the e-commerce 


arena. 
The company’s first response also was to 


| stonewall. Then, earlier this month, a prominent 
| publisher of technology books — Tim O'Reilly of 
O’Reilly & Associates — published an open letter 


on the Web that criticized the patents and called 
on Amazon to revise its policy. The letter drew 


| thousands of endorsements and comments. 
| O’Reilly and Amazon’s founder and CEO, Jeff 
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Bezos, subsequently had several conversations. 

A few days later, Bezos published his own open 
letter, calling for a massive reform of the patent 
system. But he didn’t offer to give up Amazon’s 
patents, which he defended as necessary in a 
world where bigger competitors were lurking 
around the corner. 

His movement on the issue, nonetheless, was 
an indication of the Net’s growing influence. Yes, 
O’Reilly’s intervention was important, but it’s 
probable that the massive anger over Amazon’s 
patents — and a lawsuit it filed against a competi- 
tor to enforce one of the patents — was also hav- 
ing a significant effect. 

Bosses and their IT folks should heed the 
message. It doesn’t take much to spur an online 
wildfire. Companies that stonewall do so at their 
own risk. D 


JOHN GANTZ 


Some may need to 
revisit enterprise 
apps strategy 


HIS WILL BE a big year for enter- 

prise applications — you know, 

enterprise resource planning 
(ERP), supply-chain management 
(SCM), customer relationship manage- 
ment (CRM) and so on. The Y2k finan- 
cial drain is over, and e-business is in. 

I mean, if we’re going to use the Inter- 
net to conduct new forms of online busi- 
ness with our customers, suppliers, busi- 
ness partners and employees, we’re go- 
ing to need a lot of software at the back end. If 
we're going to work as 
part of a virtual team of 
companies to bring an 
e-service to our customers 
— say a digital exchange 
for buying our kind of 
products — aren't we go- 
ing to have to know who 
our customers are and 
what they’ve already 
bought? (CRM.) Aren’t we 
going to have to know 
what we have in stock? 
(ERP.) Aren’t we going to 
have to know when our 
critical components will 
be at the receiving dock? (SCM.) 

In a global survey of 12,000 companies, Interna- 
tional Data Corp. found that the penetration of 
such major applications in companies of all sizes 
will nearly double this year. In the U.S., penetra- 
tion will jump even higher. 

Of course, most (80% to 90%) companies don’t 
have these applications in place. They plod along 
with departmental applications, point products 


JOHN GANTZ is a senior 
vice president at 
International Data Corp. 
in Framingham, Mass. 
Contact him at 
jgantz@idcresearch.com. 
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and patchwork systems that somehow keep the 
business running. Long planning and implemen- 
tation times, highly publicized disappointments 
and the need to reshape corporate cultures to 
support enterprisewide solutions have kept many 
companies — especially small and midsize firms 
— from taking the plunge. 

E-business will change all this. And I believe I 
have data to back me up. 

In the same survey, we looked at companies 
that classified themselves as early adopters to see 
if we could use their profiles to predict the enter- 
prise applications market as a whole. By correlat- 
ing their adoption of Internet technologies and 
e-business practices with their adoption of enter- 
prise applications, could we predict when the lag- 
gard companies would follow? 

The answer: Because the world is adopting In- 
ternet technologies so quickly, most laggards will 
be only about a year behind the early adopters in 
putting employees online, building commerce 
into their Web sites and launching extranets. In 
the U.S. at least, this will, in turn, drive increased 
sales of ERP systems and call center software 
among laggards as they catch up to early 
adopters, creating what I call market “bounce” — 


business. The explosion of digital marketplaces 
will only add pressure on all companies to have 
their inventory and support systems in place 

There will be somewhat less need for laggards 
to catch up with early adopters in deployment of 
knowledge management systems and data ware- 
houses, and none in SCM. 

The bottom line? If your company has put off 
installing one of these enterprise applications, 
you may soon have to revisit that decision. With 
ERP and call center systems, you may need not 
only to revisit the decision but also to implement 
the systems quickly. If you want to analyze the 
business, you'll need data warehouses and knowl- 
edge management, but they aren’t critical. If you 
want to cut operating costs, you'll also automate 
your supply chain, but you can do that one day 
at a time. 

The good news is that these enterprise applica- 
tions are getting Web-enabled and redeployed in 
versions for smaller companies. They’re also 
some of the first offerings available from applica- 
tion service providers. 

Of course, if you’ve already gone through the 
discomfort of fitting your organization to one or 
more of these applications, you have a competi- 


companies will have to catch up just to stay in 


Keep people in mind 


T IS IMPORTANT that 

IT professionals rec- 

ognize that “people 
change management” is 
a key to the success of 
any system implementa- 
tion — which in today’s 
world is always a partner 
to business process 
change [“Change Man- 
agement,” Business 
QuickStudy, Feb. 14]. 
And while walking a 
mile in the user’s shoes 
is an excellent way to 
start, it generally won't 
close the deal. 

When budget and time 
constraints affect the de- 
livery of the system, get- 
ting IT project managers 
to understand, accept 
and champion these peo- 
ple elements is a differ- 
ent story. We get the sys- 
tem in, but the people 
end up with a long, 
painful period of adjust- 
ment. 

One way to deal with 
this is to integrate the 
people/change processes 
clearly into the system 
and to have checkpoints, 
gates or reviews to en- 
sure these steps are com- 


pleted along with the 
“normal” systems-build- 
ing elements. 

This brings change 
management to the same 
level of importance as 
designing, coding and 
testing. 

Richard Zimmerman 
Federal Way, Wash 
richard.zimmerman@ 
weyerhaeuser.com 


Use of actionable 
is objectionable 


N THEIR COLUMN, 

“ Design’ Critical in 
Information Age” 
[News Opinion, Feb. 14], 
Jane C. Linder and Drew 
Phelps stress the impor- 

tance of presenting in- 
formation in a meaning- 
ful and understandable 
way. Yet the word they 
use to describe well-dis- 
tilled information is ac- 
tionable, to which they 
ascribe the following de- 
finition: clear, truthful, 
timely and obviously 
meaningful. 

I looked in my copy of 
Webster’s for actionable 
and found that its use is 
limited to an unrelated 


ee 


tive advantage in the e-business space. DB 


legal principle. Linder 
and Phelps, by creating 
their own definition of a 
word that has no gener- 
ally recognizable mean- 
ing, have violated their 
own principle of pre- 
senting information in a 
clear, truthful, timely and 
obviously meaningful 
way. Actionable sounds a 
lot like objectionable, 
which I believe clearly 
and meaningfully de- 
scribes such a distortion 
of the English language. 
Scott Corley 

Seattle 
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Learn from the past 


ODERATION IS 
A tough sell, in- 
deed [“No, I 
Don’t Want Fries With 
That Cell Phone,” News 
Opinion, Feb. 7]. I’ve 
seen this problem re- 
ferred to as the Techno- 
logical Imperative: 
“That which can be 
done, must be done.” 
Unfortunately, history 
shows that societies that 
are bereft of moderation 
are unlikely to have 
either the wisdom to 


| recognize nor the forti- 


tude to correct their 
mistakes. 

Richard Dickerman 
Dallas 
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Accounting’s revenge? 


ROM THE TIME the 

computer room 

was ripped from 
accounting till now, they 
have always wanted it 
back. Is this Forrester 
Research report [“CIOs 
Scoff at Report on the 
Demise of IT Depart- 
ments,” News, Feb. 14] 
another attempt to di 
minish IT’s existence? 
Richard De Ford 
Systems development and 
support manager 
Assemblies of God 
Springfield, Mo 


RDeFord@ag.org 
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Some preventive 
medicine for cases 
of dot-com-itis 


EPENDING ON whom you ask, it’s 
either a personality disorder, a 
temporary condition, or perfectly 
normal behavior. It’s called dot-com-itis, 
a persistent and seemingly pervasive 
preoccupation with Internet company 
employment. Is it 
simply human nature 
in entrepreneurs’ 
clothing? It certainly 
says a lot about who 
we are and what we 
want; but even more, 
it’s showing us how much 


P we stand to lose in em- 
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partner andresearch | bracing this brave new 
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would succumb to dot- 
com-itis. Newly married 
and a respected partner in a distinguished con- 
sulting firm, he left for an Internet company after 
turning down his firm’s generous counteroffer to 
solidify his standing and double his pay. Or 
Karen, a top-dollar consumer electronics market- 
ing star with a carefully crafted schedule that al- 
lowed her to spend most nights and weekends 
with her husband and two toddlers. Now she’s 
clocking 75 hours a week at an Internet start-up 
and is lucky to make it home in time for bedtime 
readings, much less dinner. 

Mark, however, got over a bad case of it and 
is now clam-happy at his former Wall Street 
employer. And he’s back on a regular exercise 
routine and getting more sleep. 

Here’s a quick diagnostic test for dot-com-itis: 
When you first heard of the popular game show 
Who Wants to Be a Millionaire, was your answer a 
knee-jerk “I do!” or the more cautious, “It de- 
pends on what it’s going to cost me”? People with 
Internet fever are generally too oblivious to per- 
sonal and career trade-offs to be that insightful. 
They’re blissfully unconcerned that the average 
length of employment at Internet companies is 
only eight months. And they seem unaware that 
few will actually be lucky enough to cash out via 
initial public offerings, or that it will take five 
years of vesting to get at the money if they do — 
and meanwhile the company’s share prices could 
end up plunging from triple to single digits. 

That only adds to the stresses in the personal 
lives of thirty- and fortysomethings like Bill, 
Karen and Mark. Twentysomethings at dot-coms 
with less to lose are perhaps the only absolute 
winners for now. But in a recent poll, 58% of 
executives said hiring skilled staff is the top road- 


block to completing e-commerce projects. So the 
temptations will soon be much tougher to resist. 
If the current growth rate of greed and oppor- 
tunism continues unchecked, dot-com-itis could 
become known to future generations as the Green 
(as in money) Plague of the Information Age. 
What should you do? 
Use common sense. When this economic boom 
goes bust, do you really want to have all your eggs 
in the basket of a start-up or high-market-cap- 
but-money-bleeding Internet company? 
Check your motives. Money, career or both? Make 
career your top priority and use your current em- 
ployer wisely to help you build an attractive port- 
folio of skills and experience. Besides, what good 
is more money when you hardly have time to 
spend what you're getting? 
Know thyself. An online career is like no other. Can 
you endure the brutality of long hours, a lack of 
structure bordering on near-anarchy, manic man- 
agement and probably a cut in pay? If you suspect 
you might have an overinflated sense of your abil- 
ities, don’t jump. 
Choose your dot-com wisely. If you really want to be 
an Internet pioneer that badly, choose a click- 
and-mortar company. If things don’t work out, 
you can opt for the security of a more traditional 
model without changing employers. D 
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McCain bid helps 
unleash Internet 
as political force 


OHN MCCAIN’S INTERNET success 
in the presidential primaries will in- 
cite sweeping changes in U.S. politics. 
As television reinvented politics in 
the wake of the Kennedy-Nixon debates 
in 1960, so will the 
Net change the ways 
candidates campaign 
and voters vote. 
Although he has all but 
lost the Republican race to 
George W. Bush, McCain’s 
online success in fund rais- 
ing and recruiting of cam- 
paign help has become the 
stuff of legend. In the days 
following his surprise vic- 
tory in New Hampshire, he 
raised a half-million dol- 
lars online. All together, 
his Web site collected 
$5.6 million and signed 
up 60,000 volunteers. Re- 
sponding to McCain’s success, the other candi- 
dates — including the Democrats — have at- 
tempted to better utilize the Web as a campaign 
tool. But the Net’s impact on politics is only be- 
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ginning to be felt. In the coming years, it will in- 
filtrate all levels of politics in the following ways: 
@ It will become the most efficient campaigning channel. 
McCain’s New Hampshire “bounce” spelled an 
online cash infusion and invigorated an insurgent 
campaign that four years ago would have had to 
wait anxiously by the mailbox for donations. The 
Internet also amplifies the benefits of free media 
exposure, especially from TV, and lets candidates 
bypass the party establishment to connect direct- 
ly with voters and their wallets, which was key 
for McCain. Additionally, it lowers the costs of 
raising money; voters come to the campaign, 
rather than leaving it up to the campaign to reach 
out through expensive fund raisers, mass mailings 
or TV ads. 

In the future, candidates will use personaliza- 
tion technology to tailor their messages to con- 
stituents, taking cues from dot-coms and offering 
visitors experiences that match their desires. The 
“tax calculator” on Bush’s site offers an early ex- 
ample of personalization that will become the 
norm on candidates’ sites. 

w Hyperinformed voters switch parties seamlessly. The 
Net further liquefies voters’ fluid party affilia- 
tions. Voters have a wealth of information avail- 
able to them online, as well as the ability to seek 
information on specific issues. Voters can jump 
quickly to support candidates whose agendas 
they support. This same widespread availability 
of information will also allow third-party candi- 
dates to quickly gain voters’ attention because 
their campaign messages around narrow issues 
can be cheaply and efficiently communicated. 
Already, sites like SelectSmart.com and Candi- 
datecompare.com allow voters to find the candi- 
dates who most closely match their views. 

@ Online voting triumphs over apathy. The increase 

in Net political activity, coupled with a rise in the 
number of households online (nearly 40% at pre- 
sent) sets the stage for Internet voting. We expect 
online voting to gain widespread acceptance by 
2008, but not before it overcomes significant 
hurdles, such as the lawsuit that tried to block the 
Arizona Democratic Party’s online presidential 
primary on grounds that it widens the digital 
divide. Challenges include determining how to 
authenticate each voter’s identity, preventing the 
fraud that can occur with absentee ballots and 
ensuring that online voting doesn’t shut out 

poor or minority voters. But online voting is the 
e-commerce transaction of the political process, 
and most of that process will be moved online for 
convenience-hungry Americans by 2010. 

The Internet has the potential to reinvent the 
political process, offering a cleaner, easier brand 
of political advocacy to a generation of previously 
disinterested voters. The ability to make dona- 
tions online and to participate in virtual grass- 
roots movements allows citizens to re-enter the 
political process in a way that reflects “me gener- 
ation” values: pitching in on their own terms and 
not getting their hands dirty knocking on neigh- 
bors’ doors. As candidates and voters learn to 
harness the Net, more active participation in poli- 
tics will be just a few points and clicks away for a 
new generation of voters. D 
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EQUITY 
MARRIAGES 


It’s not just dot-coms 
exchanging equity to 
cement partnerships. As 
more brick-and-mortar 
firms share stocks with 
start-ups, the stakes — 
and commitment — rise 
for all involved. » 38 


LIBERAL DEMAND 


As the IT market booms, 
jobs for college grads 
are more plentiful and 
lucrative than ever. But 
computer science ma- 
jors aren’t the only ones 
basking in the sunny 
economy. The demand 
for liberal arts students 
is soaring. » 38 


TECH TRIAGE 


Prioritizing a list of 
requirements for end 
users at the beginning of 
a development project is 
a given. But managers 
often neglect to reassess 
those original priorities 
to make sure the most 
critical needs are met, 
says Ed Yourdon. Triage 
— and retriage — are 
critical, he warns. » 40 


ANIMAL HOUSE 


What’s it like to work at 
the Humane Society? 
Matthew Schroebel, 
director of information 
technology planning 
and architecture, gives 
the inside scoop. » 40 


QUICKSTUDY 


E-commerce has 
changed all the rules. 
Businesses need to re- 
think the way they sell, 
package and ship goods. 
To fulfill orders, online 
retail operations are 
turning to split-case dis- 





BUSINESS 


tribution — literally 
splitting open cases 
and shelving goods 
individually. » 58 


SAGE ADVICE 


Veteran IT managers 
from the California State 


Automobile Association, | 


Rockwell, Aqua-Chem, 
Schwab and Sears offer 
advice for newcomers to 


the job. » 54 


EASI-ORDER 


Are personal digital 
assistants the future of 
online grocery shop- 
ping? The U.K.’s Safe- 
way supermarket chain 
is giving away $400 
Palm IIIs but hopes to 
more than make up for 
that through customer- 
service loyalty. » 46 


COACHING IT 


How do you establish 
and maintain coaching 
relationships between 
IT managers and em- 
ployees? Allmerica 
Financial shares its 
strategies. » 52 


SMART DEALS 


To close a savvy soft- 
ware license deal, you 
must predict future 
needs, says Joe Auer. He 
offers seven tips for pro- 
tecting yourself from 
the most common ven- 
dor “gotchas.” » 60 


FOREIGN TO ME 


When coming to the 
U.S. for technology jobs, 
foreign national workers 


often find themselves... | 


well, in foreign territory. 
Now, more and more 
are turning to ethnic 
professional organiza- 
tions to help ease the 
transition. » 56 
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E-COMMERCE TO 
BE UBIQUITOUS 


WEB-READY GAS PUMPS. Smart stoves. As more people 
turn to Internet devices for everyday tasks, the 
demand on information technology becomes enor- 
mous. What are the implications for groups charged 
with building and supporting these new, 

ubiquitous computing applications and 

the infrastructures on which the outlets 

for e-commerce will run? 
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Start-Up Relationships 


Trades can cut partnership costs and 
seal a deal, but they may also pose risks 


BY LEE COPELAND 


ORGET ABOUT cash; 
rules the In 
But 


cash 


equity 
ternet economy. 
it’s not only 
strapped _ start-ups 
that are looking for stock deals 
to finance e-commerce efforts 
or to cement partnerships. 
Analysts and stakeholders 
said exchanging equity often 
cuts the costs as 
sociated with get 
ting a new part 
nership off the 
ground and gives 
the 


customer or 


newly vested 


part 


cash cost of t 


ner a measure of 


financial interest 
in having the rela 
tionship succeed 


The 


strongest in 


trend is 
mar 
riages of tradition 
al companies and pure-play 
start-ups looking for channel 
partners 

Earlier this month, Ford Mo- 
tor Co. inked a deal with Zone- 
Trader.com, an online broker 
of used corporate assets. Ac 
cording to Ford officials, the 
automaker took a “significant’ 
equity stake in the Minneapo 
Ford 
several venture capital firms 
also invested a total of $48 mil 


lis-based start-up and 


lion in ZoneTrader 

Even though Ford is essen 
tially just another customer, its 
investment, plus the volume of 
could 


business it represents, 


provide a dramatic leg up in 
industrial channels for Zone- 


analysts said 


Trader, 
hich posted revenue 
illion last year, spent 

$7.9 billion on capital goods. 

ZoneTrader will initially refur 

bish capital 

equipment from one Ford en 


and sell used 
gine plant. But if the arrange- 
ment proves successful, offi 
cials at the Dearborn, Mich. 
based automaker said they will 
extend the deal to other facili- 
ties. 

Carparts.com Inc. in Santa 


Equity Stakes 


Negotiating strategies: 
® Give up equity only when the 


stake’s value is less than the 
expenditure 


® Bring in equity investors and 
partners only after value has 
been established in the com 
pany, so the founders retain a 
greater equity stake 


Monica, Calif., struck a five 
year advertising deal with pub 
lishing giant EMAP PLC in Pe- 
terborough, England, using eq 
of the 
auctioneer 


uity 
And 
Markets Inc. in Pittsburgh used 
a slice of equity to seal a deal to 


as part payment. 


online Free 


source complex building sys 
tems and aerospace products 
Hartford, Conn.-based 
United 
gies Inc. 

Kevin Prouty, a 
senior analyst at 
AMR Research Inc. 
in Boston, said pay 


from 


Technolo 


ing with equity in 
stead of cash can 
help get an impor 
tant 
fully commit itself 


to the deal. Prouty 


customer to 


Commerce 
Inc., which 


cited 
One 
gave up equity to sign cus 
tomer and partner General Mo- 
tors Corp., as an example. 

“The reason equity comes 
into play is because it’s impor- 
tant to get a critical mass im- 
mediately,” explained Prouty. 
“If there was no equity play be 
GM _ and 
One, there would always be a 
back-of-mind concern that GM 
could change its mind at any 
moment and go with someone 


tween Commerce 


else.” 


Certain Partners Preferable 
that 


most 


Prouty cautions such 
make the 


when struck with huge poten 


deals sense 
tial customers or channel mas 
ters — a company that has the 
market weight to pull in other 
major players in the channel or 
industry. 
“Anything 


that cements a 


long-term relationship is good, if 


you have a good deal and a good 
partner,” said Stephen Bedikian, 
vice president of business devel- 
opment at Carparts.com. 
Carparts.com also paid with 
equity and cash for Internet 
infrastructure from 
CMGI Inc., an Andover, Mass.- 


services 


based conglomerate that spe 
cializes in  business-to-busi 


ness equity for services and 
holds equity stakes in 
than 60 Internet companies. 

“A lot of Fortune 1,000 firms 
think, ‘If we partner with a dot- 
com, we're creating a lot of val 
ue, and we should participate 
in that’,” Bedikian. “It’s 


a question of dot-coms 


more 


said 
less 
pushing equity position than 
established strategic partners 
saying, ‘We're going to help 


More IT Jobs 


Hot job market 
benefits all seekers 


BY JULEKHA DASH 
Liberal 
showing up in technology jobs 
like never before. 

Given the competitive job 


arts graduates are 


market, particularly for infor 
mation technology positions, 
¢raduating college seniors in 
all fields - 
are in demand. Job opportuni 
better, and starting 


salaries are higher than ever. 


even liberal arts 


ties are 

“I've been doing this for 12 
years now, and I’ve never seen 
a market as hot for graduating 
Ken 


president of Los Angeles-based 


seniors,” said Ramberg, 
online college recruiter Jobtrak 
Corp. 

It’s not just computer sci 
ence majors who are reaping 
the rewards. Some liberal arts 


majors received double-digit 


salary-percentage _ increases 
between 1998 and 1999, accord 
ing to the National Association 
of Colleges and Employers in 
Bethlehem, Pa. 

Starting salaries for criminal 
justice majors rose more than 
14% to $28,520, and salaries for 
visual and performing arts ma 
jors rose almost 10% to $26,433. 

Although these figures pale 
in comparison with the aver- 
age $44,000 salary that com 
puter science graduates com- 
manded in 1999, computer sci- 
ence salaries increased only an 


you, and we want to recognize 
some value from that.’” 

While traditional brick-and- 
mortar firms could end up eq 
uity stakeholders when they 
enter a new market as the cus- 
tomer or partner of an online 
start-up, there are also risks in 
volved. 

“Everybody wants to be a 
venture capitalist in one form 
or another, even if they don’t 
have any capital,” said Kirk 
Walden, national 


pen to Libera 


average of 6.4% last year. 

Dorothy Fredericks, manager 
of employer services at Rutgers 
University in New Brunswick, 
NJ., said the demand in high- 
tech for liberal arts graduates is 
a result of the scarcity of com- 
puter science graduates. 

This month, the school, along 
with Jobtrak, is sponsoring a 
virtual job fair for liberal arts 
students. 

Cara Rubino, 


campus relations at Boston- 
based Thomson Financial, one 
of the companies that will be 
featured at the job fair, said that 
the company hopes to hire 50 


analysts this summer and that 


she expects to extend half of 


College Majors 


What subjects do IT profes- 
sionals major in? 


Ni Cig 
Bre cule 


Finance3% | | 
Psychology 3% 
Mathematics 5% 
Engineering 7% 
Base: Survey of 291 IT professionals at compa 
nies with 1,000 or more employees and annual 


revenue of $100M or more 


director of 


manager of 
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venture capital research at 
PricewaterhouseCoopers in 
New York. “A landlord, a 
lawyer or an office supply com- 
pany can take the same types of 
risks that a venture capital firm 
does, so they should be reward- 
ed in the same way as a venture 
capital firm.” 

But traditional companies 
should also be aware that tak- 
ing equity instead of cash is a 
risk, and they should evaluate 
the deal based on the potential 
risk as well as the potential re- 
ward, Walden said. 

PricewaterhouseCoopers es- 
timates that U.S. companies re- 
ceived $35.6 billion in venture 
capital last year, though the 
firm hasn't estimated how 
much equity was bartered for 
goods and services. D 


Arts Grads 


the offers to liberal arts gradu- 
ates — 10% more than last year. 

The reason? Thompson needs 
individuals with a broad educa- 
tional background who can 
think “outside the box,” said Ru- 
bino. And, she said, retention 
rates for liberal arts majors are 
higher than for other majors. 

Observers said companies 
are particularly interested in 
hiring liberal arts graduates for 
jobs that require good inter- 
personal skills, such as project 
management. 

But before hiring a newbie to 
handle the responsibilities of a 
project manager, a company 
should make sure the student 
has technical compe- 
tence, said Gopal Kapur, presi- 
dent of the Center for Project 
Management in San Ramon, 
Calif. Otherwise, he said, “ven- 


some 


dors will eat these people alive.” 

When recruiting new em- 
ployees last year, Sue Golabek, 
manager of employment ser- 
vices at First Virginia Banks 
Inc. in Falls Church, Va., used 
TekXam, a computerized exam 
designed to test liberal arts stu- 
dents’ aptitude in areas such as 
spreadsheets and Web design. 

Elan Szymezak, recruiting 
manager at Pricewaterhouse- 
Coopers in New York, said stu- 
dents in all fields are eager to 
enter technology jobs because 
the industry sells itself. Stu- 
dents today are “very savvy 
about the world of technology, 
even if they haven't chosen it as 

| part of their major,” she said.D 
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WORKSTYLES 


What It’s Like to Work at. . . 
The Humane Society 


Interviewee: Matthew 
Schroebel, director of information 
technology planning and archi 
tecture; “I'm also a programmer.” 
Company: The Humane Soci 
ety of the United States (www 
hsus.org) 

Main location: Washington; IT 
is based in Gaithersburg, Md 
Number of information 
technology employees: Five 
dedicated staff members; others 
share responsibilities for IT and 
membership services 

Number of employees (end 
users): About 

200 nationwide 

IT budget: $1.7 

million in 1998 

Current proj- 

ects: “! primari- 

ly work with the 

fund-raising 

group on the 

back-end sys- 

tems, such as reporting dona- 
tions, analyzing data from fund- 
raising Campaigns to determine 
which ones worked well and 
tracking responses and contrib- 
utors. We're short-staffed, so a 
lot of end users do their own 
data analysis, and our job in IT 
is to make sure the data is clean 
and reported properly.” 

Web site projects: “The Web 
site isn’t done by IT. It's out- 
sourced, and there’s a Web 
mistress who manages that.” 
Training: “I'm learning graphi- 
cal programming. | went to two 
Learning Tree Java courses, but 
there was so much to learn that 
they weren't that valuable for me 
to get something up in a reason- 
able period of time. So | changed 
modes and took a class in an 
AS/400 RPG [database query 
language] tool. But we want to 
go to Java in the long term.” 
Dress code: Business casual 
Pet policy: “Pets are not al- 
lowed. They were in the past, 
but then they got pretty strict 
about it. Some people here have 
allergies. It also was distracting.” 
Compensation: “They try really 
hard to be competitive, but they 
aren't necessarily. We have a 
hard time finding people to fill 
the membership processing job 
because it pays low. My salary is 
equitable [with the market], but 
|'m at the top of the scale; I'm 
maxed out. We have a [required] 
35-hour workweek, so if | take 
that into account, I'm happy.” 


Workday: “7 a.m. to 4 p.m., if 
it's a good day” 
Come on. Really? “Occasion- 
ally to 6 p.m.” 
Employee review practices: 
“We have annual reviews where 
we set goals and create growth 
plans. Short of my boss leaving 
there's probably not a clear-cut 
path to a promotion for me, but 
it's not an issue.” 
Why not? “This is a very pleas- 
ant place to work. Users are 
reasonable in their requests. | 
have a great boss, and | believe in 
what we do.” 

, What do you 
see on people’s 
desks? “A lot of 
people have 
stuffed animals 
on the tops of 
their partitions 
and pictures from 
the Humane Soci- 

ety calendars.” 

Computers: “| have a Dell Di- 
mension P450. We were buying 
Compaags before for their con- 
nectivity to the AS/400.” 

Must people carry beepers 
or cell phones? “No, only the 
ClO, Kate Benedict.” 
Telecommuting policy: Only 
on snow days 

In-house cafeteria/food 
service: Just a lunch room 
Free refreshments: Eight 
O'Clock coffee 

The one thing everyone 
complains about: “We try not 
to complain.” 

Office mascot: “We have 
these Digital Dog pictures in the 
computer room that our San 
Francisco office created.” 

Little perks: Catered holiday 
party, group birthday parties 
each quarter, discount at local 
health club, three weeks’ annual 
sick leave 

Would employees feel com- 
fortable e-mailing the orga- 
nization’s president? “! would 
say no. | don’t think he'd be the 
right person if you wanted to 
bring something up. But I'm 
very comfortable e-mailing my 
boss about anything, and she 
reports to him.” 

Quote: “This is a great place to 
work because it's a flexible en- 
vironment, and the goals are 
clear. A lot of things come up on | 
short notice because that's the 
nature of fund-raising, but! like | 
it here.” - Leslie Goff 
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The value of triage 


OST PROJECT MANAGERS understand the need to 
prioritize the list of requirements that end users 
provide at the beginning of a development project. 
After all, with today’s compressed schedules and 
personnel shortages, it’s unrealistic to promise users 
that all their requirements will be implemented by the deadline. 


But many project managers fail to recognize 
the need to continuously review the initial 
prioritization and perform continuous triage 
to ensure that the most critical requirements 


actually get implemented. 


The old-fashioned strategy often resulted in 
an agreement between the development team 
and users that certain critical functions would 
be available in the initial version of the system. 
Additional features would be implemented in 
subsequent versions to be released at intervals 


of, say, three months. 

But while that agreement may 
have been negotiated in good faith, 
it doesn’t take into account today’s 
volatile environment. Even if a 
system is developed in the “Inter- 
net-time” schedule of three to six 
months, there’s a good chance that 
the marketplace may change, the 
competition may change, govern- 
ment regulations may change, 
some developers might leave the 
project or the end user with deci- 
sion-making authority might be 
replaced. 

And since many of today’s proj- 
ects involve new technologies with 
which the project team is relatively 
unfamiliar, we have to acknowledge 
the possibility that initial estimates 
of time and effort may be highly 
inaccurate — thus, the Windows 
2000 project that looked like it 
could be done in two months may 
turn out to take four because of the 
learning curve and subtle incom- 
patibilities between Windows 2000 
and existing legacy applications. 

The solution: Perform a triage on 
the user requirements at the begin- 
ning of the project, then repeat the 
process on a regular basis — at 


least monthly and perhaps as often as weekly, 
depending on the pace of the project. 
Like doctors working on the battlefield, triage 


end users. The second category consists of 

those features without which the system will be 
“wounded” but will survive — that is, the users 
will be substantially affected by the lack of cer- 


tain features but will still be willing to use the 


available. 


system. The third category includes bells and 
whisties — the features that everyone would 
love to have but wouldn’t miss if they weren’t 


Failing to perform an ongoing triage tends to 
create a project that denies reality: Everyone 


pretends that the initial list of requirements will 


A project 
manager 
must be 
able to 
constantly 
juggle re- 
quirements. 


be implemented on time, even 
though developers, end users and 
project manager privately believe 
that the chance of success is dimin- 
ishing daily. 

This often results in an ugly cri- 
sis a few days before the official 
deadline, when the project manag- 
er has to confess that the system —- 
as originally defined — won’t actu- 
ally be finished after all. 

Assuming that the deadline can’t 
be slipped, and assuming that it’s 
too late to effectively add more 
people to the development team, 
the only solution is to reduce the 
number of features that will be 
delivered to the user — i.e., to 
perform triage. But doing so at the 
end of the project is stressful and 
politically unpleasant. It’s also 
wasteful, because many of the fea- 
tures that are scrapped turn out to 
be features that were already par- 
tially completed. 

What all of this means is that a 
project manager must be able to 
constantly juggle requirements. 
And for anything other than the 
smallest project, it’s likely that 
automated tools will be of great 


assistance. But whether it’s done manually or 


with automated support, the key advice for 


involves dividing the requirements into three 


categories — beginning with a list of critical 
features without which the system will “die” — 
that is, become unusable and be rejected by 


project managers is triage early and often. D 


Yourdon is editor of Cutter IT Journal, published by 
Cutter Consortium in Arlington, Mass. Contact him 
at www.yourdon.com. 
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Is [IT Ready to Support | 
Ubiquitous E-Commerce? 


Experts say Web appliances are becoming 
practical, but apps, infrastructure are not 


BY JULIA KING 
TEEN-AGER pulls 
a packaged din 
ner from the 
kitchen _ freezer, 
scans it across a 
Web 
cooking 


pad and 


instruc 


countertop 
downloads 
tions from the food manufac- 
turer. A computer system at the 
local supermarket receives an 
electronic replenishment order 
for the item and adds 
the same dinner to the 
family’s weekly order. 

Across town, the 
teen’s mom stops on 
her way home to gas up the 
family car at a Web-ready 
pump. During the 90 seconds it 
takes her to fill the tank, she 
checks the news headlines and 
the 
daughter’s saxo 


downloads directions to 
site of her 
phone performance later that 
evening. 

Welcome to the not-so-dis- 
tant future of ubiquitous com- 
puting, when people will work 
and play using a variety of sim- 
ple networked devices or in- 
formation appliances, many of 
which tap into the same data- 
bases of consumer data any- 
time, anywhere. 

In the ubiquitous 
everyday 


world, 
appli- 
ances will also be Internet-en- 
abled to automatically 
constantly communicate with 


household 
and 


their manufacturers and with 
one another. Instructions on a 
packaged dinner scanned 
across the screen of a Web- 
ready example, 
might the 
oven to the proper cooking 
temperature for the dinner. 
“Three to five years from 
now, it will feel very common- 
place to open the fridge or sit 
in the car and just have the 
Web be there. It’ll just become 
embedded in our daily lives,” 
said Kurt Schacker, a vice pres- 
ident at Wind River Systems 
Inc., an Alameda, Calif., maker 


fridge, for 
automatically set 


of embedded software for de- 
vices ranging from pacemakers 
to antilock brakes. 

In short, ubiquitous means 
everything will be networked 
to everything else, with every- 
thing on all the time — operat- 
ing conditions that have huge 
implications for information 
technology groups that will be 
called on to develop and sup- 
port new information appli- 
ance applications and 
the 
which they run. 

Building or 
and maintaining reli- 
able, high-capacity broadband 
and/or wireless networks that 


infrastructure on 


leasing 


can support around-the-clock 


communications across hun- 


dreds of millions of devices 
tops the list. Another big issue 
for IT is transcoding content 
from Web pages now viewed 
largely on PCs into new for- 


mats usable on the miniature 


screens of palm-size and other 
devices. 

“The No. 1 thing IT needs to 
be aware of is that everything 
information appli- 
ances has to have someone in 
the back room managing the 
device and the content deliv- 


done on 


ery,” said Brian Conners, vice 
president of network device al 
liances at IBM. 

The way consumers access 
the Internet will shift 
away from single PCs to multi- 


also 


ple, low-cost and simple-to 


use information appliances 
such as Web terminals, gaming 
consoles and screen-phones. 
By 2004, International Data 
Corp. (IDC) in Framingham, 
Mass., the world- 


wide market 


forecasts, 
for information 
appliances will exceed 89 mil- 
lion units, or about $17.8 bil- 
lion, up from 11 million units 
and $2.4 billion in 1999. 

Buffalo Grove, Ill.-based eT- 
Forecasts that by 
2005, more than 150 million in- 


estimates 


formation appliances will be 
accessing content from corpo- 
rate servers in the U.S. alone. 


Worldwide, the figure will 


This crazy | 
world where | 
appliances talk | 
to each other 
... is not far 
away. 


JIM DEVLIN, 
RETAIL SYSTEMS DIVISION, ICL 


reach 800 million. 

“Current online users want 
access to services in more lo- | 
cations and situations, while | 
many other consumers desire | 
Internet access without the in- | 
herent complexities of PCs,” | 
said Bryan Ma, an IDC analyst. | 

Just last month, IBM an- | 
nounced a deal with Boston- | 
based Fidelity Investments, | 
which plans to _ distribute | 
broadband-enabled IBM Inter- | 
net appliances to an unspeci- | 
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fied number of customers dur- 
ing a pilot test this summer. 
Customers will use the devices 
to access the financial services 
company’s online trading site 
(www.fidelity.com), plus news 
and other relevant content fur- 
nished by Internet content 
portal Lycos Inc. 

The idea is to “optimize” 
tailoring them 
specifically to how customers 


services by 


use the Internet appliances, 
said Tracey Curvey, an execu- 
tive vice president at Fidelity. 

“If someone is using an ap- 
pliance only for trading, we 
could only have keys that 
match the keys of the trading 
functions, or we could use the 
screen differently or have dif- 
ferent content,” said Curvey. 
“You can match the device and 
the functionality to the needs 
of customers,” which works to 
customer retention, 
she added. 

The plan is for Fidelity’s in- 
house IT group to develop and 
customize those applications 
said Curvey. 


increase 


Information Everywhere 

One big implication for IT is 
on the content front. In the 
ubiquitous world, information 
will have to be transcoded for 
delivery to everything from In- 
ternet-enabled stoves and car 
dashboards to wireless cellular 
phones and pagers. 

New infrastructures will al- 
so be required. To remain com- 
petitive and offer new remote 
control and diagnostic 
vices, electric utility compa- 
nies, for example, will need the 
ability to manage power flows 
on a per-household and per- 
minute basis. That means re- 
vamping network infrastruc- 
tures to monitor consumption 
at individual houses. 

Puget Sound Energy Inc. in 
Bellevue, Wash., for example, is 
extending a pilot wireless net- 
work and installing network- 
based meter readers that con- 
tinuously monitor customers’ 
power usage and relay that data 
back to the utility every five 
minutes. The technology also 
gives the utility the ability to 
detect power outages and will 
eventually enable it to provide 
a whole range of new network- 
based services, including the 
ability to diagnose and repair 
appliances remotely. 

Other companies are still 
trying to make devices that 

Info Appliances, page 44 
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Ubiquitous? Pervasive? 
Sorry, they don’t compute 


JUST FOUND OUT that ubiquitous computing and pervasive computing 
aren’t the same thing. 
“What?!?” you’re saying. “I’m shocked.” Yes, brace yourselves. This 
time it appears to be the scientists, not the marketers, who adopted every- 


day terms to describe their 
once-futuristic technology, 
making things very con 
fusing now that other folks 
are using those ordinary 
words — sometimes inter- 
changeably — without their 
particular nuances in mind. 
Now, I’m not going to 
blame anybody here 
they’re a lot smarter than I 
am, and they started their 
research a long time ago — 
but I’m going to suggest that 
things have come far enough 
that there are easier ways to 
explain what is meant by 
these terms. First, let’s look 


Continued from page 42 


Info Appliances 


could succeed as kitchen-based 


home information sources, a 
function the PC never fulfilled, 
despite predictions of some 
early PC visionaries. Seattle- 
CMi Worldwide Inc.’s 
waterproof, greaseproof Inter 
net-enabled Icebox kitchen re- 
will hit retail 


shelves this summer. The unit 


based 


source center 


was designed to let users 
download recipes, access on- 
line shopping, retrieve e-mail, 
view videos and lis 

ten to CDs. It also 
CMi’s 


recipes 


connects to 
portal for 

and other specific 
kinds of 
tion but has no hard 
drive and 
formation 


informa- 


gets in 
mainly 
from CMi's site 

Users control the 
flow and pace of in 
formation and nav 
igate among functions via a 
wireless keyboard and remote 
control device 

“We ended up creating a 
product that wasn’t a PC be- 


FIDELITY’S Tracey 
Curvey: Matching de- 
vices to customers 


at what they mean. 

Ubiquitous means every- 
where. Pervasive means “dif- 
fused throughout every part 
of.” In computing terms, 
those seem like somewhat 
similar concepts. Ubiquitous 
computing would be every- 
where, and pervasive com- 
puting would be in all parts 
of your life. 

That might mean the dif- 
ference between seeing 
kiosks on every street cor- 
ner and finding that you 
could — or need to — use 
your Palm handheld to do 
absolutely every informa- 


cause that wasn’t what 
sumers wanted in the kitchen,” 
said CMi Vice President Russ 
Whitman. 
“What they 
something simple and reliable 
with quick access to the most 
important things, rather than 


the ton of things a PC can do. 


con- 


wanted was 


You don’t need to do spread- 


sheets or create PowerPoint 
presentations in the kitchen. 
But e-mail access and enter- 
tainment are important,” Whit 


man said 


Unlikely Bedfellows 


Last but not least among IT’s 
that 
standards, such as 


bar code 


challenges is 


common 
types, must be 
hammered out so 
previously unlikely 
bedfellows, includ- 
ing appliance mak- 
ers, food manufac 
turers and grocers, 
can exchange con 
sumer information 
on packaged foods, 
cooking time, usage and more 
on a plug-and-play basis. 

Just last week, Sears, Roe- 
buck and Co. announced a 
partnership with America On- 


tion-based task 

And, in fact, that’s where 
the difference between these 
two types of computing lies. 
Pervasive computing in- 
volves devices like hand- 
helds — small, easy-to-use 
devices — through which 
we'll be able to get informa- 
tion on anything and every- 
thing. That’s the sort of 
thing that Web-enabled cell 
phones promise. Ubiquitous 
computing, though, eschews 
our having to use computers 
at all. Instead, it’s computing 
in the background, with 
technology embedded in the 


line Inc. that involves creating 
Web-linked home appliances. 
Also last week, Ford Motor Co. 
and Sprint Corp. announced a 
partnership to put Internet ac 
cess and other advanced com 
munications features in Ford’s 
cars. 

“What you're finding is that 
companies that were never re- 
ally partners now have natural 
synergies,” said Jim Devlin, a 
senior vice president at 
the Dallas-based retail 
systems division of ICL, 
the IT services provider 
owned by Fujitsu. Ltd. 

Last year, ICL and 
Frigidaire Home Prod- 
ucts, the North Amer 
ican arm of Sweden’s 
AB Electrolux, dem- 
onstrated a “smart re- 
frigerator” with an in- 
tegrated 233-MHz mi- 
croprocessor, 32MB of 
RAM, an Ethernet link, a 
bar-code scanner, Win 
dows 95 and a flat-panel 
touch screen. 

Just last month, LM Erics- 
son Telephone Co., the Swed- 
ish telecommunications com- 
pany, and _ Electrolux  an- 
nounced a joint venture called 
E2, in which the companies 


things we already use. That 
might be a car navigation 
system that, by accessing 
satellite pictures, alerts us to 
a traffic jam ahead, or an 
oven that shuts off when our 
food is cooked. 

Where IBM is 
a leader in the 
pervasive com- 
puting universe 

it has a whole 
division, aptly 
called the Perva- 
sive Computing 
division, devoted 
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That means that people who 
use ubiquitous computing to 
mean computing anytime, 
anyplace — to describe 
hordes on a street corner 
checking their stock prices 
until the “walk” 
light comes on 
or efforts to dole 
out laptops to all 
students on a 
college campus 
— aren't using 
the right term. 
We don’t real- 
ly need to use ei- 


to it — Xerox 
started the ubiq- 
uitous thing back 
in 1988. 
Ubiquitous 
computing 


“helped kick off 


Does any high-tech 
jargon leave you 
steamed? Or smiling? 
Tell it to ANNE MCCRORY, 
former Computerworld 
copy desk chief and now 
news editor. Contact her 
at anne_mecrory@ 
computerworld.com. 


| 


RESCANESN ~T 


ther one. I'd be 
happy to call 
pervasive com- 
puting mobile 
computing, and 
to call ubiqui- 
tous computing 


the recent boom 

in mobile computing re- 
search,” notes its inventor, 
Mark Weiser, who came out 
with the concept at Xerox’s 
Palo Alto Research Center, 
“although it is not the same 
thing as mobile computing, 
nor a superset nor a subset.” 


will work together on smart 
appliances that can be con 
trolled and monitored over the 
Internet. 

And within the next six 
weeks, Procter & Gamble Co. 
is slated to convene an infor- 
mation appliance brainstorm- 
ing session to be held at Eng- 
land’s Cambridge University 
with global heavyweights in 
the retail, networking and con- 


DESIGNATED Internet service 
providers format recipes, e-mail 
and other information for delivery 
to users of CMi’s Icebox appliance 


embedded or in- 
visible or transparent com- 
puting — or even just built- 
in functions. 

Besides, until either ubiq- 
uitous or pervasive comput- 
ing is anywhere and every- 
where, those alternatives 
seem more accurate. D 


tent businesses, including Wal- 
Mart Stores Inc., Cisco Sys- 
tems Inc., Nokia Corp. and Ya- 
hoo Inc. 

What all of this indicates is 
“that this crazy world where 
appliances talk to each other 
and you can control your cook- 
er from a telephone or PDA is 
not far away,” Devlin said. “You 
will see appliances out this cal- 
endar year that will hook up to 

the Web. They’ll link to 
[information] portals now 
being built, with the 
mainstream of this being 
just two to five years out,” 
he said. 
But it’s not here yet. 
“The ubiquitous world is 
going to come on us 
quite quickly,” said Dev- 
lin. Yet most companies, 
especially retailers, aren't 
in the least prepared to 
take advantage of the ben- 
efits that world has to of- 
fer, he said. 
“I’m almost 100% confi- 
dent that the average retailer 
has set no cycle time about 
how to intersect that [ubiqui- 
tous] world,” he said. “Most IT 
managers I meet tend to be 
pretty head-in-the-sand-type 
guys.” D 





Microsoft 


Where do you want to go today? 


John Studdard, CTO, VirtualBank 


The fact that Windows 2000 supports Internet standards like IPSec and SSL, that’s 


what we’re interested in.” 


To see-how John is utilizing Windows” 2000 


to provide his online bank customers added security, go to: 


www.SeeMyStory.com/John 


The Business Internet | 
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BRITISH SHOPPER ANITA MORGAN checks supplies in her kitchen and enters her monthly THE NEXT DAY AT SAFEWAY’S Basingstoke store, Easi-Order specialist Helen Irving fills 
igce Re mew 8.) Morgan's order, scanning in items as she goes 


It's a sophisticated home-shopping se 
that’s drawing good reviews from |] 
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NITA MORGAN thinks of her monthly 

originating in her kitchen here, where ticks off items 
on a personal digital assistant (PDA). But her order real- 
ly begins its long journey in a huge database on a 

frame at Safeway PLC headquarters in Hayes, Middle- 
sex, 50 miles away. 





Software written for Safeway by IBM reckons that 

Morgan’s family of four will need two loaves of Hovis 

Crusty White Bread, a bottle of Safeway spray starch, a 
box of Home Pride flour, a box of Five Alive fruit juice and dozens of other items 

an order that will bring the grocery chain some $300. It remembers those de- 

tails from Morgan’s past orders, as it remembers every item bought from an in 
ventory of 22,000 products by 10 million British shoppers over the past four years 
— some 3 terabytes (TB) of grocery-buyi nce 

And the software, knowing that Morgan recently bought hot-cross buns indi- 
vidually, now suggests that she spring for a “cluster” of hot-cross buns — very 
helpful to her and revenue-enhancing for the grocery chain. 

The draft order, which was transmitted to her Palm III PDA the last time she 
connected it by telephone to Safeway, also suggests that r ‘le tooth- 
paste. “That’s Safeway’s own brand. That’s why they've f 
gan surmises. 

Of course, Morgan sometimes wants to buy something she hasn’t ord 
fore or something she bought so long ago the Sa -omputer figures she’s lost 
interest in it. Not to worry. If she has an empty box or wrapper for item, she 
swipes its bar code with a scanner built into the PDA for Safe : 
now part of her electronic order. 

If she doesn’t have one of the items on hand or if it has no bar code — 


Continued on f¢ 


» Ervice — three years ahead of rivals 


Sritish customers. By Gary H. Anthes 
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IRVING PLACES THE ORDER in a special holding area where Morgan will pick it up later in 
the day, avoiding the checkout queues 










‘EASH- 
ORDER’ 


Continued from page 47 
cumber she just describes the item in 
a free-format field that turns into e-mail 
to Safeway: “Three large cucumbers.” 

When Morgan has finished editing 
her order, she attaches the PDA to the 
telephone in her living room and dials 
up an IBM server in Warwick, 100 
miles northeast of her bungalow here 
on Myllord Close. This midtier com 
puter is a Java-based intranet server 
that connects to Safeway’s S/390 main 
frame in Hayes. Morgan sends her or 
der to the server along with a note say 
ing she'll pick up her groceries at the 
nearby Basingstoke store the next day 
between 2 p.m. and 4 p.m. 

Safeway’s Easi-Order isn’t the only 


home-based grocery shopping service 


Safeway Gives Away the PDA, 
Cements Customer Loyalty 


Meta Group analyst Gene Alvarez says Safe 
way has trumped other grocery chains that 
try to hook shoppers with product discounts 
and “loyalty” cards. “With those, you're buy 


ing loyalty with margin,” he says. “I'm loyal for | 


this transaction only.” 

Safeway also has discount-based loyalty 
cards, but its PDA adds “service-based loyal- 
ty.” a concept Alvarez predicts will become 
more common in U.S. retail chains during the 


next three years. That brand of loyalty is more | 


long-lived because the PDA enhances the 
entire shopping experience every time, not 
just for specific discounted items, he says 
And the data mining, which builds the time- 
saving customer-order profiles, introduces in 
the shopper's mind a “switching cost” that in- 
hibits a move to competitors 

Safeway thinks of its PDA technology not 
just as a way to collect orders but as a way to 
communicate with customers. “When IBM 
Research and | sat down to design Easi- 
Order, we wanted something available to 
anybody, anytime,” says Mike Winch, CIO at 
$14 billion, U.K.-based Safeway PLC, which 
is no longer associated with U.S.-based 
Safeway Inc. “We wanted an easy way for 
customers to communicate with Safeway 
and us to them. And we didn’t want the com- 
plication of PCs or logging on to the Inter- 
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But it’s the only one to use PDAs and 
the only one backed by such sophisti 
cated data mining, says Gene Alvarez, 
an analyst at Meta Group Inc. in Stam 
ford, Conn. Other services in the U.S. 
and abroad use faxes or PCs connected 
to the Internet to send in orders, and 
the underlying data mining is product 
specific, not customer-specific, he says 

“The PC is usually not in the right 
room,” Alvarez says of these competing 
services. “It’s not next to your refrigera 
tor, in the bathroom or next to the linen 
closet. So the handheld scanning device 
allows the consumer to walk around the 
house to where the items are.” 

Most of the Basingstoke store’s 500 
Easi-Order customers use the service 
weekly. Morgan says she prefers to buy 
a month’s worth of nonperishable items 
with Easi-Order and shop weekly for 
other items in the conventional way. “I 
like to be able to pick up my own apples 
and my own oranges,” she explains 


A Real Time-Saver 

But Morgan, who has two young 
boys and works at a local college, says 
she’s sold on the electronic ordering 
service for the time it saves. “I can go 
in and out of the store in about 15 min 
utes because I’ve gotten all these other 
items through Easi-Order,” she says. “I 


EASI-ORDER will be available in some 200 


stores in three years, says Jeremy Wyman, 
Safeway business solutions manager 


net.” This customer communication is highly per- 
sonalized, Winch adds. Easi-Order customers see 
on their PDA screens suggested orders based on 
past purchases. But they also see suggested buys 
tailored to demographic data collected by Safe- 
way. “We don’t present meat promotions to vege- 
tarians or baby products to pensioners,” he says. 
Winch says the Easi-Order PDA will someday 
morph into a PC-less Internet portal. “We will go 
beyond Safeway's product portfolio, and whether 
you want theater tickets, airline tickets or informa- 





must admit, going round the super- 
market is not my favorite job.” 

The following morning, Safeway 
Easi-Order specialist Helen Irving ar- 
rives at the Basingstoke store, logs on 
to the Warwick server and prints out 
all the orders, including Morgan’s, that 
are scheduled for pickup that day. 

One Easi-Order shopper has used 
the e-mail feature to add this item to 
her order: “Husband requests Claudia 
Schiffer” — a British supermodel. Irv- 
ing appends her reply in the area re- 
served for out-of-stock notification: 
“Sorry, she’s out of store.” 

Sometime before the scheduled 
pickup, Irving will go up and down the 
store’s aisles filling a shopping cart 
with Morgan’s order. But there’s no 
need for Irving — or, later, for Morgan | 
— to go through a checkout line. Irving | 
logs each item by scanning its bar code | 
with a handheld scanner as she puts it 
into the basket. 

When Irving has completed the or- 
der, she brings it to a holding area at 
the front of the store. The scanner is 
plugged into a docking station that 
reads the order and holds the informa- 
tion until the shopper arrives. 

When Morgan comes in two hours 
later, she’ll swipe her Safeway account 
card at the same station, and the system 


tion about a particular area of interest, we'll make 
that available.” 

“The strategy of most retailers today is a prod 
uct-push strategy,” says Christian Nivoix, world- 
wide general manager for IBM's distribution sec- 
tor. Now a few companies are adding a comple- 
mentary customer-pull strategy in which cus- 
tomers are pulled into the store or coaxed into or 
dering specific items, based on knowledge of 
their preferences and demographics, he says. 

Safeway is ahead of the game because it start- 
ed to build a repository of customer data five | 
years ago - something competitors can’t quickly 
match, Nivoix says. “This push-pull strategy is the 
strategic thrust that will make the difference be- 
tween winners and losers in the near future in the 
retail industry,” he says. 

Easi-Order was developed jointly by Safeway 
and IBM's research laboratory in Hawthorne, N.Y., 
in an IBM program called First of Its Kind. Now | 
available in the Basingstoke store only, Easi- 
Order will be in some 200 stores around the U.K. 
within three years, says Jeremy Wyman, Safe- 
way’'s business solutions manager. 

Some of the challenges of implementing the 
systems are surprisingly mundane, such as build- 
ing the special Easi-Order processing areas in the 
stores. They require a special service desk, com- 
puter terminals, printers and refrigerators for 
holding the orders. “It's not always easy to get a 


| 
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will match the order data with her cus- 
tomer data and send both back to the 
Warwick server, and from there to the 
3TB DB2 database at Safeway’s data 
center in Hayes. There it will rest until 
Morgan next connects her PDA and 
obtains a new suggested order. 

In the meantime, Christine Mullord, 
whose husband ordered the supermod- 
el, arrives for her pickup. “I think Easi- 
Order is brilliant,” she says. She says 
her shopping trips have shrunk from 
1.5 hours — “sometimes with children 
in tow” — to 20 minutes. And she says 
she likes being able to prepare her 
order at home while watching TV. 

Asked about the order for Claudia 
Schiffer, Mullord reddens and will only 
say, “It just happened last night.” 
Everyone laughs. 

Amid the banter, it becomes clear 
that Easi-Order has sidestepped a 
problem that many e-commerce ser- 
vices face: Some users will avoid tech- 
nology that removes the human touch. 
Mullord and Morgan say they’ve be- 
come friends with the two clerks who 
process their orders — something that 
wasn’t possible previously when they 
saw a different checkout clerk each 
time they shopped. Says Morgan, “I 
know them, they know me and they 
know the boys. It’s nice, actually.” D 


plumber, carpenter and electrician working 
together,” Wyman explains. 

And there's the cost of the PDAs, which 
Safeway gives away. With the built-in scan- 
ner, they cost Safeway $400 each in low vol- 
umes. Making matters worse, a number of 
customers apparently use them as electronic 
organizers, with no intention of ordering 
through them. Wyman says the cost will come 
down with higher-volume buys, and Safeway 
is considering other schemes - such as carry- 
ing paid advertising — to offset the cost. 

Another worry is that Easi-Order will reduce 
impulse buys. Several customers told Comput- 
erworld that they're now less likely to buy 
things they don’t really need. Safeway’s re- 
sponse: to use those smart data-mining tech- 
niques to tempt shoppers with promotional 
items they just can't refuse. For example, Safe- 
way pushes baby products to new mothers 
through Easi-Order, based on birth notices ob- 
tained from a government health agency. 

There are some compensating factors to a 
possible loss of impulse sales. Graham Rutt- 
Mouret, who does all the shopping and cook- 
ing for his family of four, says he spends about 
$130 per week via Easi-Order. He says Safe- 
way ought to waive the $5.75 per order charge 
it tacks on. But he says he feels he’s joined an 
elite class of shoppers because he no longer 
has to queue up at the checkout counter. He 
says he’s less likely now to shop at Safeway’s 
competitors’ stores. “I see myself as a different 
kind of customer now,” he says. 

Says Alvarez: “That's exactly the kind of 
feeling you want to generate from a good 
customer relationship management strategy.” 

~ Gary H. Anthes 








While you’re driving your business forward, we'll 
alert you to the signals & warnings along the way. 


On the road to your business goals, there 
are signals coming from every direction— 
customers, processes, financial results, and 
your own staff. 


The signals reveal whether you're still on 
course or need to change direction. But 
how do you know which business signals 
to follow—and which to ignore? 


Management with the SAS° Solution for 
Balanced Scorecard. |t tracks key perfor- 
mance indicators, revealing how they’re 
impacting each other and your business. 


Sustain and improve shareholder value 


Align your business around common goals 


| 
For answers, turn to Corporate Performance 
| 


Optimize resources throughout your company 


Monitor the health of your entire enterprise 


Visit us at www.Sas.com/scorecard for 
your free guide to Driving the Vision with 
a Balanced Approach. 
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Allmerica changes 
management style 


BY JULEKHA DASH 

OST compa- 
nies know that 
helping infor- 
mation tech- 

nology em- 
ployees grow professionally 
through training and develop- 
ment can be a key retention 
method. But understanding 
this process is another matter. 
How do busy managers make 
time to give employees the 
training, mentoring and career 
direction they need? 

For Allmerica Financial 
Corp. in Worcester, Mass., the 
solution was to hire 20 coaches 
to help manage the company’s 
850-person IT staff. 

“In a 
ment role, managers focus on 
delivery 
Maryellen Doherty, who has 


traditional manage- 


and people,” says 
been head coach of project 
management for 16 months at 
‘When a manager 


focuses on both, delivery is on 


Allmerica 


the forefront, and the develop- 
ment of people’s skills and 
needs become secondary,” ex- 
plains Doherty. 

Coaching is hardly a new 
phenomenon, Michael 
Boyd, an analyst at Interna- 
tional Data Corp. in Framing- 
ham, Mass. For years, compa- 


says 


nies have employed coaches to 
help senior executives develop 
their management skills. 
What’s new, however, is that 
the practice is becoming more 
personalized at lower levels of 
the organization, says Boyd. 
Now companies realize that 
“all critical employees need 
the same level of enabling ad- 
vice and counsel,” he says. 
Fewer than one in five IT 
workers say 
being coached right now, but 
42% say they’ve been coached 
at some point during their ca- 


they’re actively 


reers, says David Foote, man- 
aging partner at Foote Partners 
LLC, a New Canaan, Conn.- 
based consultancy that spe- 
cializes in IT workforce issues. 
Those figures are based on a 
Foote Partners survey of 8,500 
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Coaching to Aid IT 
Careers, Retention 


ALLMERICA’S Dave Lacasse and Maryellen Doherty say the company’s 
adoption of a coaching management style has improved retention 


IT workers at 680 companies. 
Allmerica introduced coach- 
es 18 months ago as part of a 
broader change management 
initiative. That involved trans- 
Allmerica 
organization 


forming from a 
functional 
process-driven 
Mike Hammer’s 
g: How the 
Process-Centered Organization 


to a 
company, as 
described in 


Beyond Reengineeri 


is Changing Our Work and Our 
Lives (HarperCollins, 1997). 


Centers of Excellence 

Part of this transformation 
included centralizing IT and 
creating Centers of Excellence 
(COE), or virtual organizations 
that consist of a talent pool 
Led by a head coach, each COE 
offers a resource for IT work- 
ers seeking training, profes- 
sional development and net- 
working opportunities. “Cen- 
ters of Excellence help build 
a professional identity,” says 
Doherty. 

IT employees at Allmerica 
belong to one of four COEs: 
software engineering, business 
services, project management 
or desktop operations and sys- 
tems management. 

Doherty says she has two 
goals as a coach: to assign 
skilled project-management 
staff to the business units and 


to provide ongoing profession- 
al development to the 40 em- 
ployees she coaches. 

Attending key planning 
meetings, Doherty works with 
managers as they identify their 
staffing needs, and she also 
fills vacancies. 

Doherty also meets regular- 
ly with her coached staff, who 
create individual development 
their 
in the organization. Allmerica 


plans outlining goals 
has also developed a compe- 
tency model for each job func- 
tion so employees can bench- 
mark their performances. 

Coaches help employees 
identify skills they need to de- 
velop and to learn how they can 
improve on existing skills. For 
example, if an employee needs 
help conducting meetings, the 
solution could involve a 
combination of recommending 
training courses, assigning a 
mentor or even reassigning the 
employee to a project where he 
could develop that skill. 


Improving Job Satisfaction 

A couple of years ago, soft- 
engineer and 13-year 
Allmerica veteran Dave La- 
casse found himself in a famil- 
iar IT predicament: He wanted 
to make the transition from 
mainframe to client/server 


ware 


applications. By identifying 
including 
>, C++, Oracle and Unix — and 
assigning a mentor who could 
help him gain fluency in the C 
programming language, La- 
casse’s coach enabled him to 


training courses — 


make this transition in a nine- 
month time frame. 

Allmerica 
the COEs and assigned coach- 


Before created 
es, Lacasse says he would have 
found such a transition diffi- 
cult. First, because his former 
job was hard to fill; second, 
because of the long hours. 
The old job also involved a lot 
of responsibility because 
the application manages cus- 
tomers’ money. 
“It wasn’t something that 
could just be dropped,” he says. 
But Lacasse’s coach had de- 
veloped a network of associ- 
ates — including managers, 
employees and other coaches 
— and she could identify some- 
one with the skill and interest 
to perform Lacasse’s old job. 
Working with coaches helps 
improve job satisfaction in 
other ways, says Lacasse. By 
keeping an eye on his work- 
load, Lacasse’s coach ensures 
that project managers provide 
ongoing challenging 
ments — without overcommit- 
ting him. 
“Now 
steady workflow, as opposed to 


assign- 


there’s continuous 
peaks and valleys,” says La- 
casse, describing the change in 
in workload since the company 
began using coaches. 


Measuring Results 

The performance of coaches 
how 
quickly they can fill open posi- 


is assessed based on 


tions, the quality of the staff 


they hire, turnover and em- 
ployees’ skill levels. Typically, 
coaches are expected to fill a 
position within one to two 


months. To measure quality of 


hiring, coaches ask managers 
to fill out surveys assessing 
new hires about 90 days after 
they start. 

Michael 
of information 


Osborn, manager 
and 
software engineering at All- 
merica, says turnover among 
has 


systems 


software engineers 
dropped from about 12% to 
8% 
started using coaches. 
“Oftentimes, we can 
employee for 
growth so they don’t have to 


about since his group 
meet 
needs career 
go outside the company,” ex- 
plains Doherty. 

Would Lacasse still be with 
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Allmerica if he couldn’t have 
made his desired career 
switch? “I’m not sure,” he says. 

Doherty’s advice to others 
considering the coaching 
model is to study your organi- 
zation’s culture and determine 
your primary objectives. For 
instance, do you want to re- 
duce turnover? Are there par- 
ticular skill areas that you want 
to develop? 

“You have to truly believe 
that focusing on people and 
development is of business val- 
ue,” says Doherty. “You'll see 
results in a one- to two-year 
time frame. It’s not a silver 
bullet.” D 


Allmerica 
Financial Corp. 


Headquarters: 

440 Lincoln St 
Worcester, Mass. 01653 
(508) 855-1000 


Web: www.allmerica.com 


Industries: Financial se 
and risk management 


es, insurance 


Primary subsidiaries 


First Allmerica Financial 
Life Insurance Co 


a First Allmerica Financial 
Life Insurance and Annuity Co 


w Hanover Insurance Co 
w Citizens Insurance Company of America 
wAllmerica Asset Management Inc 


1999 revenue: $3.1 billion 


Number of employees: 6,500 


Role of coaches at Allmerica: 

widentify people and skills requirements 
for projects. 

w Develop job descriptions and individua 
development plans 

w Run Center of Excellence, a talent pool 
for projects. 

w Develop training, tools and networking 
opportunities for members within the 
Center of Excellence 

How to coach employees: 

w Help employees network with other 
employees and create a professional 
identity within the organization 

w Develop models of work performance 
toward which employees should strive 

w Work with employees on individual 
development plans that can help identify 
their career paths in the organization 

widentify skill areas that need to be devel 
oped and assign appropriate training, 
mentoring or recommend reassignment 

g Think long term: Don’t expect employee 
performance to improve overnight 

wAssign goals for coaches by targeting 
areas for company improvement, i.e 
retention or filling positions more quickly 

w Have coaches work closely with line 
managers to understand their skill needs 

w Choose coaches who have both good IT 
skills and good communication skills 
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"For the three million of you 
who rely on ACT! to keep 
your profe essional lives in 
order, the history of contact 
management began the day 
ACT! arrived on the market. 
On that day, the PC 
changed from a thing you 
reluctantly learned to live 


It means that the stuff you do 


me daily in ACT! - like entering 


Cs 


contact information or schedul- 
ing your appointments - trig- 
gers powertul Internet com- 
merce services that you can 
use without ever leaving ACT! 
How'd you like to view 
everything on the Web that’s 


with into somethi ling you — relevant to that account 


couldn't live w ithout. 


Wal you've ae on your 





Well, if you think 
that was neat, wait’ll you see 


what we've got in store for you 
now that ACT! has joined the 


SalesLogix’ family. 


The world’s favorite contact 
manager is now Internet Activated. 


Through the magic of 


Interact.com, ACT! can be dyna- 
mically linked to an aston iishing 


array of Web-based services 


designed to get you more sales 


with less work. 
And what, you ask, does 
‘dynamically linked’ mean? 


dba F 


ACT NOW! 
YOU COULD BE A BIG 
WINNER! 

Visit Interact.com to check out the 
new Internet Activated ACT! 
Thousands of dollars worth of great 
prizes are bei ing dwa irded daily, 
so don’t miss out! 

Or call us at 888-655-5791. 


screen right now? Company 
and category news? Credit his- 
tory: ? How about the stock price? 
You 1 got it. Want to book a trip 
to see that account? Flights? 
Hotels? How about a rental car 
I's done. Want to buy le sth 
fit your criteria? Generate Ulo- 
matic e-mal - ting ca mpi ign 
You can do it all -and 
much more - right 
from your favorite 
place. 
| know. You could 
get used to this: 
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the New — 
| Manager 


BY CHRISTINE WILLARD 
OU GOT THE promotion. 
Now you’re the team leader, 
even if the team is just the 
other three techies you’ve 
been writing code with all along. 
Has everything changed? Or nothing? 
What’s this going to mean, besides 
extra meetings and more paperwork? 
How do you make the best go of your 
new role as an information technology 
manager? To find out, Computerworld 
asked five veteran IT managers, each 
with more than 20 years’ experience 
managing people (one swears he start- 
ed at age 12) for some pointers on how 
to succeed on this new step in your 
career. 


LEOCONNER 
“Realize things will 
never be the same” 


VICE PRESIDENT AND CIO, CALIFORNIA STATE Al 


ASSOCIATION, SAN FRANCIS( 


TOMOBILE 


“You have to recognize that your role has changed,” 


Conner says. To begin with, he explains, “others will 
do what you used to do.” 

Not that it all changes at once. At the first level of 
management, supervisors may spend 15% to 20% of 
their time on management roles, Conner notes. 


But your focus needs to change from understand- 
ing every last detail to understanding the business - 
and the talents of your staff. 

Conner recalls a director of software engineering 
who rewrote everything his staff put together. “It was 
a huge bottleneck,” he says. “Nothing ever got done.’ 

Seeing his role as a technical contributor blinded 
the software director to the responsibilities of pro- 
viding leadership and delegating tasks, Conner ex 
plains. He was supposed to give direction and make 
sure the group went where he wanted it to go. 

“You interpret where the company is going and 
make that interpretation make sense to the employ 

ees you are supervising,” Con 
ner says. “They need to under- 
stand how your group con- 
tributes to accomplishing the 
company’s goals and objec 
tives,” he adds. 

Recognize when you need 
help and use the resources 
around you, he advises. Human 

problems like personality conflicts and office politics 
are even more complex than technical issues 

Get help from your human resources department. 
“You can leverage them as consultants to your 
group,” he says. “Dealing with people is different 
from dealing with code. You have to approach it en- 
tirely differently.” 

As a neutral third party, human resources can also 
help you get credible feedback on how you're doing. 
You will benefit, and the group will get the message 
that you want to improve and move forward, he says. 

Delegate tasks, but be sure to follow up. “Don't as- 
sume that it’s going to get done at the quality and 
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quantity that you need,” Conner cautions. Employees 
will learn extremely quickly whether you will or 
won't follow up. 


MIKECOLE 
“Develop personal 
relationships” 


VICE PRESIDENT FOR INFORMATION TECHNOLOGY 
ROCKWELL INTERNATIONAL CORP.'S 
CORPORATE INFORMATION SYSTEMS, MILWAUKEE 

Cole emphasizes the importance of a shift from 
thinking primarily about the technical aspects of the 
job to concentrating on the business and interper- 
sonal aspects. 

“You need the interpersonal skills and the ability 
to think through ambiguity and deal with people. 

Take advantage of any manage- 
ment training your company of- 
fers,” Cole advises. 

“The first level is mastering 
the basics,” he says. Under- 
standing how business operates 
is key to successful IT manage- 
ment. Take as many formal 
business classes — especially in 

financial management, accounting, business strategy 
and marketing — as you can. And consider getting an 
MBA. “Make sure that whatever service or product 
you're providing is reliable,” Cole says. 

You will earn credibility by getting your projects 
done on time. “I never make a commitment that I 
don’t think we can meet,” he says. “Execution is ab- 
solutely critical.” 

Another suggestion: Read, read, read. “Music, art, 
architecture can influence you in IT,” Cole says. 
“Open, generalized thinking is valuable. Be a renais- 
sance person.” 

He also advises managers to cultivate interperson- 
al skills. “You have to get things done through 
teams,” he says. “The skills of persuasion and negoti- 
ation become important.” Get training in public 
speaking; you now need to be convincing about 
whatever you're promoting or selling. 

Network with others within your industry and be- 
yond, he says. “There’s a certain inbreeding to think- 
ing in any company,” Cole points out. “A lot of the 
best ideas I come across, I find outside my company.” 


CHUCKNORRIS 
“Always think 
business first” 


VICE PRESIDENT AND CIO, AQUA-CHEM INC., MILWAUKEE 


Norris has been in management since the 1970s, 
when he started a consulting business for users of 
manufacturing software. He joined one of his clients, 
Aqua-Chem Inc., as an executive in 1995, and he and 
four other executives bought the company in 1997. 

Understand your business, he advises. Look at the 
cycles and say, “Where are we going next?” Then an- 
alyze the situation. Your job is to sort through infor- 
mation and make the best decision for your company. 

Have a plan, Norris stresses. Set a goal that looks 
three to five years down the road, but plan to deliver 
something every couple of months. Be flexible 
enough to reflect changes in the industry, he advises, 
and be able to make internal changes to the plan 
without having to start over. 

Sell your position, Norris says. Your employees 
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will want the latest tools. Look 
at where you sit today and de- 
cide what’s good for your com- 
pany. Be strong, he notes. 
Norris had to convince 
skeptical employees when he 
remained committed to the 
mainframe rather than choos- 
ing to move to client/server technology. “Everybody 
told me I was nuts,” he says. “But you have to analyze 
the situation. What is the payoff for my company? 

Aqua-Chem ultimately put up its own network to 
run the company’s ll operations across North Ameri- 
ca. “We wanted the network to be strong and com- 
patible across the operation,” he says. Sticking with 
the mainframe also saved the company the time and 
expense of training employees to use a new system. 

“Our reps don’t need to know that we’ve built 
things like e-commerce and desktop publishing on 
the outside of our system,” he points out. “You don’t 
always have to have the newest technology. It can 
cost you money in the long run. You have to make 
the best decision for your company.” 

Formal education is less important than common 
sense, Norris says. “Computers are a lot more intelli- 
gent than they were when I got into this field,” he 
says. As long as you understand business, managing 
IT is a logical, commonsense kind of endeavor. 

As a manager, he notes, you’ve been given a re- 
sponsibility to run the organization. “Run it like it 
means something to you,” Norris says. 


BUSINESS 


JERRYMILLER 
“Emphasize people 
in everything’ 


SENIOR V N 


HOFFMAN EST 


“You have to have a compassion for others in order 
to lead,” Miller says. “If you don’t, people will see 
that very quickly and they won’t follow. Understand 


the power of people. They will always be your great- 
est asset.” There are different ways to manage differ 
ent people, he explains. Be fair and tolerant of faults. 

Learn all you can about the business and what it 
takes for your business to win, he advises 

Miller stresses that you should quickly find the 
answers to key questions: Who are your competi- 
tors? What are the key success factors? 

When dealing with your new customers, Miller 
says, you should present technical solutions in terms 
the business partners can understand. Know how to 
convey what technology can do for your business. 

“Never let your ethics slide,” he warns. “Always do 
what’s right for your company and your people.” And 
don’t be afraid to take risks and fail, Miller says — 
just don’t make the same mistake twice. 

“There were times in my career when I had doubts 
about my effectiveness,” Miller concedes. Focus on 
the three or four most important things in your job 
and ask yourself, “What are the most important 
things for me to focus on in my job today?” 


FRED MATTESON 
says, “It’s a 
responsibility, not a 
a eRe 

ET al 


00 


Never ask someone to do 
something you wouldn't do, 
Miller continues. And take or 


to stretcn 


extra work. Try 
yourself, but keep your home 


it’s part of 


life in balance 
your job to set an example to 
your employees, he points out 

Miller says he firmly believes you should hire 
people smarter than you are and let them run 

“Someone who has the desire can work to become a 
great leader by taking advantage of training,” he 
“Mold those leadership techniques t 
and weaknesses.” 

You don’t have to be outgoing to be effective 
Miller says. Having compassion and being honest, 
fair, direct and intelligent are more import: 

“When you're put in a position to lead, take charge 
and lead,” he says firmly 


FREDMATTESON 
“Learn to leverage 
your strengths” 


Matteson says he didn’t want to teach when he got 
out of college with his bachelor of science degree in 
music. Instead, a Marine Corps recruiter at a job fair 
caught his eye with a white Corvette and “the most 
beautiful girlfriend I'd ever seen,” says Matteson 

Reflecting back, “I found out that neither of them 
was issued by the Marine Corps,” Matteson says. But 
the imagery helped lure him to the Marines 

As a young lieutenant, Matteson learned manage- 
ment on the job. “When you first start out, you're 
given authority but no implicit respect. You have to 
learn how to manage through other people, to influ- 
ence them and gain their trust, to manage through 
status and information sharing,” he says. 

Young managers should listen more than they talk, 
Matteson advises. Find the common direction in dif- 
fering ideas, articulate it and rally support for it. 

Build alliances based on your strengths, he recom- 
mends. Establish what you’re good at and what oth 
ers are good at. You don’t have to be the best techni- 
cal person, but you can partner with that person and 
get support for his ideas, he says. 

“I was really good at getting support for somebody 
else’s good idea,” Matteson says. “I had the skills to 
partner with them to get the funding or support for 
an idea that they may have spent frustrating years 
trying to sell.” 

Give up the need to know, he adds. Technical peo- 
ple want to know every detail of everything. You don’t 
need to touch and feel code to get the project done. 

Delivering open and honest feedback may be the 

| hardest thing to learn, “but it’s actually the kindest 
| thing to do,” Matteson says. “When people are fail- 
ing, everybody knows it, but it becomes the elephant 
in the room no one’s talking about. One of the best 
things you can do for them as a manager is to help 
them make some career decisions that they were too 
scared to make.” 

Matteson credits his background in music with 
| his facility in pattern matching and improvising, 
| which have contributed to his success in 23 years of 
| management. 
| “It’s very scary at first,” he acknowledges. “It’s a 
responsibility, not a right, to be a manager.” D 





Willard is a freelance writer in Los Osos, Calif. 





Communities 
ror Foreign 


Nationals 


BY ERIK SHERMAN “When in Rome, do as the Romans do” is sup- 


posed to be good advice. But those hailing from New Delhi may find 


that advice difficult to follow when Rome is in Georgia or New York. 
That’s one reason why many information technology workers 
who have come to the U.S. from overseas are turning to ethnic pro- 
fessional organizations for help. By working with others from their 
native countries, these foreign national workers find an easier way 


into the culture — and into jobs. 


Particularly well organized are IT professionals from India, who 
have formed a number of organizations, such as the Network of 
Indian Professionals (NetIP) and The IndUS Entrepreneur (TiE). 


“There’s nothing like shared experi- 
ence, good or bad, [to Cc reate] a plat- 
form to discuss how one overcame dif- 
ferent hurdles along the way,” explains 
Prashandh Viswanath, vice president 
of product strategy and management 
at BindView Corp. in Houston. A mem 
ber of both NetIP and TiE, Viswanath 
says foreign-born IT professionals need 


to talk through problems, as well as see 


that success is possible 

Often, the biggest hurdle to those 
from outside the U.S. is a lack of busi- 
ness connections. Information about 
opportunities that passes through in- 
formal channels doesn’t reach those 
outside the channels. 

“It may not be explicitly being shut 
out, but the people [aren't] being net- 


worked,” says Jay Chaudhry, chairman 
of Air2Web Inc., a wireless applica 
tion service provider in Atlanta and 
president of that city’s TiE chapter. 
“If you're not a part of the network, it 
takes some level of effort to get into 

it. Many of these networks end up as 
fairly informal. You don’t even know 
it’s happening.” 

An ethnically focused professional 
group can offer foreign-born profes- 
sionals a chance to meet others in their 
industries — often people who head 
companies or departments. 

But the focus of these groups isn’t 
just business. There is a social aspect, 
as well as one of social welfare. Vis- 
wanath says he spent more than seven 
years at Microsoft Corp., where he 


worked with many other Indian em- 
ployees. “We'd be able to drive a lot of 
“When they had 
hurricanes and floods [in India], we’d 


social issues,” he says 


get together and donate money.” 

Some useful organizations are actu- 
ally designed for American-born pro- 
fessionals with a particular ethnic 
background. Foreign-born IT profes- 
sionals may find these groups to be a 
good bridge between the new and the 
familiar. 

“With some of the foreign born, 
there’s a communications gap,” says 
Allan Rangsithienchai, a vice president 
at the Thai American Young Profes- 
sionals Association in Chicago. “To be 
able to communicate with someone 
who knows Thai or a little Thai is use- 
ful.” Such a person can explain the 
subtleties of job descriptions and even 
help by editing résumés and introduc- 
tory letters. 

“One thing [employers] look at is 
how organized you are, how you ex- 
press yourself, and if you’re foreign 
born, you're already at a disadvantage,” 
says Rangsithienchai. 

Harry Joe, an immigration lawyer at 
Jenkens & Gilchrist PC in Dallas, says 
he runs into the issue of corporate 
clients that have brought IT workers 
into the country on H-1B visas without 
giving any thought to how they will 
assimilate. 

“There's a very high expectation of 
foreign professionals to be easy and 
willing to give up their customs,” says 
Joe. “I can see where alien profession- 
als and their families would have a 
hard time adjusting to such expedient 
expectations.’ 

Cultural conflicts may occur in areas 
like food, hygiene and religious prac- 
tices. Professional groups can help for- 
eign workers understand what employ- 
ers expect and offer advice. 

Aside from the conflict of customs, 
there can also be some degree of racism. 
“That’s part of life, unfortunately,” 

Joe says. “And there may very well 
be some elements of resentment by 
American workers toward these for- 
eign IT professionals.” 

Such attitudes can result in difficul- 
ty entering middle and senior-level 
management, making help from a sym- 
pathetic colleague critical to career 
development. 

“That has always been a voiced con- 
cern that I’ve heard on the part of alien 
professionals,” says Joe. “There’s a 
[perceived] glass ceiling for them.” 

Says Viswanath: “[It’s important to 
have] a platform to discuss how one 
overcame different hurdles along the 
way [and] whether it was lack of op- 
portunity. In some cases, it may have 
been race; in some cases, it may have 
been a lack of role models.” D 
Sherman is a freelance writer in 
Marshfield, Mass. 
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Resources for Foreign 
National IT Workers 


The IndUS Entrepreneur 

3065 Democracy Way 

Santa Clara, Calif. 95054 

Phone: (408) 567-0700 

Fax: (408) 567-0777 

E-mail: tieadmin@tie.org 

Web: www tie.org 

@ Offers support for entrepreneurs and 
networking for professionals from India. 


Network of Indian Professionals 
NetIP - North America 

P.O. Box 743035 

Dallas, Texas 75374-3035 

Phone: Check Web site for the nearest 
chapter 

E-mail: shalini.verma@netip.org 

Web: www.netip.org 

® Dedicated to the development of pro- 
fessionals of South Asian origin. 

Thai American Young 
Professionals Association 

E-mail: taypa@taypa.org 

Web: www. taypa.org 

@ A largely virtual organization for pro- 
fessionals of Thai descent. The Web 
site features discussions and links to 
career resources. 


Association of Thai Professionals 
In America and Canada 

6495 Pondapple Road 

Boca Raton, Fla. 33433 

E-mail: mail@atpac.org 

Web: www.atpac.org 

= Promotes the advancement of Thai 
professionals. Holds annual workshops, 
has a database of member contacts and 
publishes a quarterly newsletter. 


Society of Filipino-American 
Young Professionals 

P.O. Box 06166 

Chicago, lil. 60606-0166 

Phone: (312) 565-3580 

E-mail: sfayp@sfayp.org 

Web: www.sfayp.org 

@ Holds seminars, entrepreneurship 


The Congress of Russian-Americans 
2460 Sutter St 

San Francisco, Calif. 94115 

Phone: (415) 928-5841 

Fax: (415) 928-5831 

E-mail: crahq@earthlink.net 

Web: www.russian-americans.org 

@ Works to help those of Russian descent 
participate in life in the U.S. 


Immigrants Support Network 

P.O. Box 815 

Prospect Heights, lll. 60070-0815 
Voice mail: (888) 392-4832 

Fax: (847) 506-9964 

E-mail: liaison@isn.org 

Web: www.isn.org 

@ A nonprofit organization that focuses 
on immigration issues. 
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BY STEVE ALEXANDER 

COMMERCE has 
changed the way 
businesses sell, pack 
age and ship con 

sumer goods, and as 
a result, it has put pressure on 
information technology staffs | 
to help online retailers fulfill 
customer orders. 

“Until recently, order fulfill- 
ment hasn't been an overriding 
concern of ‘e-tailers, but it’s 
starting to be viewed as a sig- 
nificant differentiator among 
their says Greg | 
Runyan, a senior analyst at The | 
Yankee Group in Boston. “Now 
that everybody has sophisti- 
cated and intelligent Web tools 
that help customers have a per- 
sonalized and unique shopping 
experience, the question is, 
‘How effectively can you fulfill 


customers,” 


your promises?’ ” 

IT people are key players in 
e-commerce fulfillment because 
they handle the vital inventory- 
control and warehouse-manage- 
ment that allows 
e-commerce operations to sell 
and distribute items one or two 
at a time. In traditional retail, 
IT’s role is less critical because 
ship con- 
sumer goods in bulk to retail 


soitware 


most companies 
stores. 

Much of the change in ap- 
proach involves split-case dis- 
tribution —- a logistics term 
that means cases of goods are 
split open on the receiving dock 


Logistics Terms 


Flow-through distribution: 
Trading partners agree on 
ways to provide advance 
notifications of order ship- 
ment. Optimization soft- 
ware evaluates advance 
shipment information, 
shipment methods and pre- 
dicted arrival times, then 
determines the best way to 
fill orders. 

When the order arrives, 
bar coding identifies the 
material and attempts to 
match it to open orders. 
The purpose is to receive 
material on one side of the 


@ Are there business terms you would like to learn about in QuickStudy? Please send your ideas to quickstudy@computerworld.com. 
; ~ F 


BUSINESS 


FINANCIAL & BUSINESS CONCEPTS IN BRIEF 


E-Commerce Distribution 


DEFINITION 
E-commerce distribution (split-case 
distribution): Breaking, or opening, 
cases of consumer goods at the 
distribution center or warehouse, 
rather than shipping full cases of 
goods to retail stores, where con- 


sumers assemble 


their selection of 


products. Individual items from a 
case are shelved in a warehouse, 
where warehouse workers act as 
pickers to assemble and package 
products a consumer has ordered. 


and the individual items from 
the cases are stored on shelves 
or in bins in the warehouse, ac- 
cording to Alex Zelikovsky, 
chief logistics officer at San 
Francisco-based _Reflect.com 
LLC, which 
beauty products for women at 
its Web site. 


sells customized 


Changing Centers to Stores 


“In the past, the classic dis- 


tribution systems sent cases to 


a store. The store opened the 
cases, took the units out and 
put the units on the shelf. Then 
customers walked through the 
aisles with shopping baskets 


warehouse and, if possible, 
push it out the other side 
without ever having to 
store it. The net effect is to 
weld the company, its sup- 
pliers and its customers 
into a single enterprise. 


Piece pick: Picking individ- 
ual items (pieces) in the 
warehouse to fuifill an or- 
der. This activity is part of 
the split-case distribution 
process. 


Serial shipping container 
codes: A code placed ona 
shipping container that 
identifies a single logistical 
unit for storage. A iogisti- 


and picked up what they need- 
ed,” says Zelikovsky, a former 
director of logistics at Seattle- 
based Amazon.com Inc. 
Zelikovsky, who 
Amazon.com's worldwide dis- 
tribution network and claims it 
can handle | million shipments 
per day, says, “In e-commerce, 
there’s a different value propo- 
sition. Your distribution center 


designed 


becomes your store.” 

As a result, IT must handle 
warehouse management differ- 
ently, Zelikovsky says. “You 
need an intelligent warehouse 
management system that han- 
dles what we call ‘slotting.’ It 


cal unit is a way of catego- 
rizing the material in an 
order. 

For example, if you order 
2,000 packages of widgets, 
packed 20 packages to a 
case, a logistical unit could 
be defined to be either one 
widget or one package of 
widgets, depending on the 
needs of the warehouse. 


Split shipment: Items that 
were included in one order 
are delivered in several 
packages at different times 
because availability or other 
factors made it impossible 
to ship them all in the same 
package. 


| outsource 


must receive products against 
purchase orders and direct that 
those products be put away in | 
logical locations.” 


Profiling and Reprofiling 
Other manage- 


ment processes assisted by IT 


warehouse 


| are “profiling” and “reprofil- | 


ing.” Profiling an item involves 
identifying how popular it is in 
order to determine where in the | 
warehouse it should be located; 
if it’s a top-selling product, it 
may go in the best location in | 
your warehouse or distribution | 


} center. 


Conducting 
evaluation, or reprofiling, des- 


a periodic re- 


ignates when a product is no 
longer as popular, so it can be 
moved to a different warehouse 
location, and another product 


| can be moved into the prime 


spot, Zelikovsky says. 

The biggest change facing 
e-commerce companies is mov- 
ing from systems that match 
pallets of goods with orders and 
then ship the pallets, to systems 
that can track and ship individ- 
ual items, according to David 
Schatsky, director of commerce 
infrastructure 
Jupiter Communications Inc. in 
New York. 

That puts IT in the position 
of being the guardian of a cus- 
tomer’s buying experience. 
“The consumer doesn’t want 
to know if the pallet is in the | 
warehouse, but [he] does want 
to know where his package is 
and whether the product he 
wants is in stock not,” | 
Schatsky says. 

The IT demands of e-com- | 
merce fulfillment are so great 
that many online vendors may | 
the function, ana- | 


strategies at 


or 


lysts say. 

“Most companies don’t buiid 
warehouses or come up with | 
proprietary inventory and | 
warehouse-management 
ware,” Runyan says. “So what 
we're seeing is outsourced or- | 
der fulfillment. It’s what we're | 
beginning to call the e-com- | 
merce execution backbone or | 
layer. It represents a job oppor- | 
tunity for IT people.” D 


soft- | 


| 
| Alexander is a freelance writer | 
in Edina, Minn. 
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Think E-Comm 


E-commerce has changed the 
way IT people working the field 
must think of themselves, says 
Alex Zelikovsky, chief logistics 
officer at Reflect.com in San 
Francisco. 

“In the e-commerce world, 
service is more important than 
it is in the bricks-and-mortar 
world. Because when people 
order on a Web site, they are 
putting a lot of trust in the com- 
pany they are ordering from,” 
Zelikovsky says. “You must 
have outstanding service every 
step of the way, and IT profes- 
sionals and logistics profes- 
sionals must view it that way.” 

The demands of e-commerce 
mean several things for IT peo- 
ple. It's essential that they under- 
stand how to modify warehouse 
management software to fit the 
business, how to integrate the 
warehouse with an e-commerce 
Web site and how to link the 
warehouse to suppliers’ shipping 
systems, Zelikovsky says. 

“You must think of the sup- 
plier, the customer, the ware- 
house management, the ship- 
ping carrier and the Web front 
end as one company,” Zeli- 
kovsky says. “The common de- 
nominator among IT people 
who work in e-commerce is 
that they should understand lo- 
gistics from beginning to end 
and understand the value of 
e-commerce distribution. They 
need to be businesspeople first 
and IT people second.” 

Unfortunately, not all IT peo- 
ple in e-commerce companies 
think that way, says Greg Run- 
yan, a senior analyst at The 
Yankee Group in Boston. Many 
Web sites that purport to tell 
their customers whether items 
are in stock really don’t have a 
clue if the item is available, he 
says. “Only a small percentage 
of e-tailers have real-time inte- 
gration capabilities. They make 
their best guess about whether 
something is in stock or not, but 
it's often not real-time data.” 

That kind of IT performance 
won't cut it these days, Runyan 
says. “You have to provide more 
real-time inventory information 
to customers. That's what they 
expect now.” - Steve Alexander 
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Rules to live by in 
icensing software 


OFTWARE IS PROTECTED by copyright law, which says the copy- 
right holder has all the rights and you don’t have any, except those 
you have been specifically granted. 
So, to do a user-friendly software deal, all we have to do is accu- 
rately predict all the uses we may have for the software and what changes 
we will make as an organization. We also have to figure out all the ways the 
vendor will try to charge us new fees for what we already paid for and build 
appropriate rights, remedies and flexibilities into the contract to effectively 
deal with those. Really straightforward, really simple, but not really easy. 


To help make it easier, 
here are seven key issues to 
protect yourself in a licensing 
agreement: 
License type. Most suppliers’ 
standard agreements offer 
only a nonexclusive, nontrans- 
ferable license. What's missing 
are the words perpetual and 
irrevocable. There may be 
restrictions concerning the 
number of computers or num- 
ber of users, but the right to 
use the software should be 
perpetual without any addi- 
tional license fees, as well as 
irrevocable — short of some 
major default on your part. 


dts 


Spotlight on Techies 


Information technology profession- 
als had a chance to soak in the 
spotlight last week when Techies.- 
com Inc., an Edina, Minn.-based 
online career resource, unveiled 

a national advertising campaign 
featuring IT workers who use the 
service. More than 200 people 
responded to the casting call, from 
which Techies.com chose six to 
feature in the TV, radio and Web 
advertisements. 


Shipment Tracker 


TranScape, a Bloomington, Minn.- 
based subsidiary of Stamford, 
Conn.-based Pitney Bowes Inc., 
last week released order-fulfillment | 
and shipment-processing software 
for use by manufacturers. The new 


| applications via the Internet. Offi- 


Warranties. Supplier war- 
ranties are usually very limit- 
ed, guaranteeing only that the 
software will conform to pub- 
lished specifications for a 
short period of time (usually 
30 to 90 days). In return for 
the license fee that you’re 
paying, you should secure 
stronger — and longer — 
warranties. The software 
should be warrantied for a 
year to ensure that it conforms 
to specifications, is compati- 
ble with the hardware plat- 
form, operating system and 
associated networks (if any), 
and excludes keys, locks or 


Conquest application provides 
shipment scheduling and tracking 


| capabilities and can also be used 


to shop for the best deal from 
national and local freight carriers, 
TranScape said. Pricing wasn’t 
disclosed on the software, which 
was delivered to almost 90 users 
during a phased rollout that started 
last spring. 


App Hosting Service 


Best Software Inc. in Reston, Va., 
last week announced plans to offer 
application hosting services to 
users of its Windows-based human 
resources and payroll software 
starting in May. Hosted installations 
will run at data centers operated 

by Denver-based Qwest Communi- 
cations International Inc., and end 
users will be able to access the 


cials from Best Software, which 


| was acquired in January by The 
| Sage Group PLC in the U.K. for 


other devices to control use of 
the software. 

Remedies. If the licensing ven- 
dor doesn’t live up to a specif- 
ic warranty or fails to support 
the software, a remedy should 
be available. Software reme- 
dies should, at a minimum, 
require the vendor to fix the 
problem at no charge — and 
right away. Support remedies 
should give you the right to 
obtain the source code if the 
vendor discontinues support 
of the software. 

Support. It’s important to ob- 
tain a commitment of support 
for a certain period of time, 


$445 million, said users will pay 
monthly fees for the hosting ser- 
vice. Best Software didn’t discuss 
pricing. 


_SAP, IBM Team Up 


SAP AG and IBM's technology leas- 
ing units last week said they are 
working together to develop a set of 
equipment leasing and asset man- 


| agement applications. The software, 


due from SAP early next year, is 
supposed to heip users streamline 
tasks such as selling leases, moni- 
toring the status of contracts and 
analyzing whether a lease is prof- 
itable. Internet-based collaboration 
capabilities will also be included, 
the two companies announced. 
Pricing wasn't disclosed. 


' Lotus Site Launched 


IT Factory Inc. in Cambridge, Mass., 


| plans to unveil a new e-commerce 


say, five years. This provides a 
comfort level so you won't be 
forced into a relicensing mode 
for a “new” product. Also, 
make sure the support fee 
covers enhancements (point 
releases such as from 2.0 to 
2.1) and upgrades (products 
with new major functionality). 
The maintenance and support 
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censed infringes on its legally 
protected intellectual prop- 
erty. If this were to happen, 
this licensor would sue your 
licensor and all its customers. 
To protect yourself, obtain 


| an indemnification clause in 


the license agreement stating 
that your licensor will defend 
you in court, pay any costs 


fee should cover 
both. 

Divestiture. Given 
today’s business 
climate, where 
business units are 
bought and sold 
regularly, divesti- 
ture should be an 
important part of 
license agree- 
ments. Obtain 


| the right for any 


unit that might be 
divested to con- 
tinue use of the 
software for a 
given period of 
time (usually six 
to nine months) 
without extra 
charge. Or gain 
the right to use the 


JOE AUER is president of 
International Computer 
Negotiations Inc. 
(www.dobetterdeals. 
com), a Winter Park, 
Fla., consultancy that 
educates users on 
high-tech procurement. 
ICN sponsors CAUCUS: 
The Association of 
High-Tech Acquisition 
Professionals. 
Contact him at 
joea@dobetterdeals.com. 


you incur and ob- 
tain the right for 
you to continue 
using the soft- 
ware if it loses 
the suit. 
Assignment. Such 
provisions give 
you the right to 
transfer the li- 
cense to another 
entity. Assign- 
ment provisions 
usually limit this 
right to business 
entities under the 
same corporate 
umbrella. With- 
out such a provi- 
sion, you could 
face a relicensing 
fee if the software 
is transferred to 


software on the 

unit’s behalf for the same time 
frame. Such a license provi- 
sion makes for a smoother 
ownership transition. 
Indemnity. The software licen- 
sor should protect you against 
any and all claims made by an- 
other licensor, who could al- 
lege that the software you li- 


site for selling Notes/Domino appli- 
cation objects at www.components. 
itfactory.com this week. The site 
allows end users to download and 
purchase components from IT Fac- 
tory and other Lotus Development 
Corp. independent software vendors | 
such as Casahl Technology Inc. in 
San Ramon, Calif., and Seagate 


| Software Inc. in Scotts Valley, Calif. 


Online Banking 


another business 


| entity as a result of a corpo- 
| rate reorganization, or if you 
| Outsource your technology. 


Sticking to these basics 


| will give you a solid software 
| license foundation and elimi- 
| nate the heartburn potential 


from the most frequent 
“gotchas.” D 


PKI Market on Rise 


The market for public-key infrastruc- 


| ture (PKI) will be worth $3.5 billion 
| by 2003, according to U.K.-based 


market research company Data- 
monitor PLC. PKI lets users private- 


| ly exchange data on the Internet. 


Current PKI revenue is $641 million. 


ene 


Large banks offer more online services, and more of their 
customers use online banking than at midsize banks 


_ 0% 
Online bill presentment BEEBE 29% 


Online mortgages 


26% 
53% 


2.5% 


Customers using online banking 


77% Mf MIDSIZE BANKS 
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Favorites 


Treat your 

best e-customers 

like favorites and they'll 
do the same for you. 


They come. See. The SAS® Solution lets you combine the Web data a customer left you 
" ; seconds ago with the purchasing, behavior, and demographic data 
Maybe even buy. you've been keeping all along. And that makes it easy to: 
Then they leave. 
Get to know your e-customers...delight them by proving you 
understand them...personalize your interactions...and predict their 


And that’s when your selling job, changing needs. 


not to mention your — mn Build strategies to retain customers...cross-sell to them...and 
e-commerce, really begins. make the most effective use of a// your marketing channels. 


Improve your Web site by analyzing who clicked on what and 
why...and which pages customers come back to most. 


For a free guide, Taking the Guesswork Out of Your E-Business 
Strategy, come to www.sas.com/favorites or give us a call at 


919.677.8200. 


The Business of Better Decision Making SAS Institute 


www.sas.com/favorites E-mail: cw@sas.com 919.677.8200 





Want to make your e-application development go faster? 


Make this your e-DBMS. 


hundreds of application part- 
ners, and 3,500,000 licensed 


For your new e-application 
development, make Caché your 
e-DBMS. Compared to using 
an RDBMS, you'll fly through 
development and deployment. 

Caché is the post-relational 
database and development 
platform designed for the 
demands of Web applications. 

Caché object technology 
provides an extremely fast 
e-dev elopment environment. 


Plus, its multidimensional 


data server and application 
server deliver speed and 
scalability proven to outperform 
relational databases. And Caché 
automatically generates both 
object classes and relational 
tables from a single data 
definition! 

Caché is the invention of 
InterSystems, a specialist in 
high-performance database 
technology for over twenty 


years — with 24x365 support, 


users. Available for Windows, 
OpenVMS, Linux and major 


Unix systems. 


LICENSE 10 SPEED 


d up Web 
jtles you to spee 
pplication development 


and performance 
nterSystemsF 


est CACHE 


e-DBMS.com 


Download Caché for free at ee DBMS.com, or call 1-800-753-2571 for a free C 





In his second week on 
the job, our security 
manager takes the first 
steps toward creating a 
companywide security 
policy and tackles the 
job of giving a plant 
manager secure access 
to e-mail via an Internet 
service provider when 
he’s off-site. » 68 


ENTERPRISE APP 


At least one open-source 
application server may 
soon be ready for enter- 
prise use, as developers 
prepare Enhydra to sup- 
port the latest enterprise 
Java technology. » 64 


QUICKSTUDY 


Packet-switched and cir- 
cuit-switched networks: 
two technologies used 
for sending messages; 
each has advantages for 
specific applications. 
The more efficient 
packet-switching may 
one day replace the 120- 
year-old circuit-switch- 
ing model, but experts 
say we'll be using hybrid 
systems for a long time 
to come. » 74 


HANDS ON 


Third time around: With 
two strikes against it, 
Microsoft’s newest Win- 
dows CE release could 
be the game-losing final 
out — or a winning 
home run.» 72 


MEMORY SNAFU 


One of the 400,000 or so 
Dell notebook users in- 
convenienced by memo- 
ry problems was Paul 
Kirk, senior vice presi- 
dent for information 
services at United Com- 
panies Financial. Kirk 





was saved by backed-up 
data, but he says he still 


blames Dell for trying to | 


rush its Latitude ma- 
chine to market. » 64 


HOTELING 
RESERVATIONS 


Two years ago, “hoteling” 


— the practice of estab- 
lishing office workspace 
and network access for 
visiting workers — was 
all the rage. It’s been a 
great success in some or- 
ganizations. But in an ex- 
clusive Computerworld 
survey, readers say 
hoteling is best suited 
for special situations 
unless it’s practiced on a 
very small scale. » 77 


REPORTING 
PARTNERS 


Collaborative software 
lets users view Gany- 
mede network informa- 
tion, performance moni- 
toring data and correlat- 
ed multisource network 
data via a new DeskTalk 
Trend tool. » 66 


KEEP ON TRUCKIN 


Freightliner uses Xy- 
Enterprise’s software to 
expand its ability to 
publish product infor- 
mation and to improve 
communication among 
business units. The 
truck manufacturer will 
adopt XML along with 
the new tools. » 66 


FILTER LIST FLAP 


Symantec has lodged a 
complaint with Peace- 
fire’s Internet service 
provider because Peace- 
fire put a link on its Web 
site to a list of sites 
blocked by Symantec’s 
I-Gear Internet-filtering 
product. » 70 





COMPUTERWORLD March 20, 2000 ws T FC K tl | 5Y an ae 63 


FIRST STEPS 


eee ea memes coals 
co-founder of Expand Network, says his 
Ce CM tl MMI Me mm Coy 
CTR Umeha 


BANDWIDTH 
BOOSTER 


EXPAND NETWORKS, a New Jersey start-up, is banking its 
future on products designed to dramatically increase 
the bandwidth on an enterprise network. With band- 
width management becoming a hot issue as more com- 
panies rely on the Internet and use 

graphics-rich applications, Expand Net- 

works’ Accelerator promises to squeeze 

more bandwidth out of existing pipes. 
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TECHNOLOGY 


Open-Source App Server 


New version of Enhydra will support 
latest edition of Java technology 


BY CAROL SLIWA 
HE ENHYDRA open- 
source application 
server may _be- 


come a more via- 

ble option for com 

panies building e-commerce 

applications to check out as it 

for the latest 
Java enterprise technology. 

A beta version of Enhydra 3.0 


supports Enterprise JavaBeans 


nears support 


components and several other 
key pieces of Sun Microsy stems 
Inc.'s Java 2 Enterprise Edition 
(J2EE) technology, which de 
velopers are increasingly using 
or multiti- 


when creating three- 


er server-based e-commerce 
applications 

The developer of the Enhy 
dra XML application 
Santa Cruz, Calif.- 


based Lutris Technologies Inc., 


Java 


server 


which also provides consulting 
and technical services for 
building Web applications 

released Enhydra to the open- 
source community in January 
1999, But the early product was 
geared to help developers con- 
nect clients to only one server, 
said Keith Bigelow, director of 


product management at Lutris 


More Complexity 
The 
be load-balanced, 


new version, which can 
will let com- 
panies build more complex ap- 
that multi 


)-server links, Big 


plications include 


ple erver 
elow said 

“Until they e J2EE in 
and agement facili- 
ties, [Enhydra] isn’t a competi- 


get th 
there mani 
tive application server,” said 
Craig Roth, an analyst at Stam- 
ford, Conn.-based Meta Group 
Inc. 

Roth cautioned that for large 
the applica- 
“is too essential a 


corporate users, 
tion server 
part of an e-commerce site to 
trust to something that’s open- 
source and from a 
smaller company.” 

Yet some users are 
that open-source application 
servers can offer significant 
benefits to skilled developers. 


comes 


finding 


Fife, a 
Anywhere You- 


Ryan technology 
strategist at 
Go.com, a hub site started by 


Dallas-based People Design 
Technology Inc., 
identify and fix 


bugs more easily than he could 


said he can 
application 


using commercial products. 
Fife said he once might have 
spent a day or two tracking a 
bug before learning from the 
vendor that it was a product 
problem. 
the 
community around it is much 


involved than I found 


“Since it’s open-source, 


more 


For One User, 


But he blames Dell 
for rushing product 


BY MATT HAMBLEN 
One of the potentially 400,000 
Dell Corp. 
tomers inconvenienced by 
problems with Dell 
notebooks was Paul 


Computer cus- 
memory 
Latitude 
Kirk, senior vice president for 
information services at United 
Companies Financial Corp. 

A month ago, Kirk said, he 
noticed that data in files on his 
Latitude was mysteriously be- 
coming The data 
disastrous for him, 
he had 


corrupted. 
loss wasn’t 
however, because 
backed up his files. 

On March 10, he learned 
from Dell that as many as 
400,000 Latitudes could have 
The 
cause 
corruption of data 
when machines would lock up 


flawed memory modules. 


faulty modules would 


loss or 


sleep 
Round 


out of 
mode, The 
Rock, company 
said it would replace the mem- 
ory 


after coming 
said Dell. 
Texas-based 
at customers’ sites at no 
cost. 

The modules were made by 
Micron Technology Inc. in 


Boise, Idaho, a spokeswoman | on 


for Micron said. Micron and 


[commercial] products,” 
“The 
really 


with 
he 
community 


said. open-source 

helps 
around spinning 
your wheels and get around to 
writing productive code.” 

Fife said he likes to track the 
evolution of the application 
so he will have the 


you 
[to] not sit 


server code, 
flexibility to 
builds of the product, 
than being forced into all-or- 
nothing upgrades from com- 


incremental 
rather 


use 


mercial vendors. 
“The application 
market now is very immature. 
No matter how many big, im- 
portant things IBM or Micro- 


server 


soft want to sell you, 
has it figured out 100%,” 
Victor Brilon, another technol- 


no one 


said 


Gets Enterprise-Read 


strategist at Anywhere- 
YouGo.com. 

Chandresh Shah, vice presi- 
dent of marketing and business 
development at 
ing.com, a portal in Shelton, 
Conn., said 
start out buying 
software only to find it inade- 
quate for their They 
then make 
modifications. 

Both Shah and Brilon 
tioned, however, that any 


ogy 


i-engineer- 


companies 
expensive 


many 


needs. 
must extensive 
cau- 
com- 
panies considering using En- 
hydra should have a develop 
ment team experienced in us- 
ing Java and XML. 

The biggest deficiency in 
the product, Shah said, 


lack of ease of use. 


is its 


ell Memory Snafu Not Fatal 


Dell which 
company will pay to replace 


are determining 
the memory. 

“That’s a 
machines and 
you'd equate with Dell,” 
Kirk, who described himself as 
satisfied with his 
machine. 


huge 
not something 


said 


generally 
Latitude 
Kirk is arranging 
through Dell to 
have anew memory 
module shipped 

Baton 
La., office 
stalled by 


his Rouge, 
and in 
techni- 
cians on his compa- 
ny’s help desk 

Kirk said that 
even though Micron 
the defective 
parts, he blames 
Dell for “trying to 
push the machines 
out the door 
fast” in a bid to be- 
come the best-sell- 
ing laptop maker. 
And Dell is to blame, 
not Micron, “be- 
cause I bought Dell 
and didn’t buy the 
chip separately.” 

Dell spokesman 
Rob Crawley de- 
clined to comment 
Kirk’s remarks, 
except to the 


made 


too 


say 


number of 


proper mechanism is in place 
to help Kirk get his machine 
fixed. “Dell hopes to make 
[him] as happy as possible,” 
Crawley said. 

Financial analyst Charles | 
Wolf at Warburg Dillon Read 
in New York said Dell should 
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Enhydra 


What is it: Open-source application server 


Where t to find information about i it 
www.e nnydra.org 


Public licen se: Nllov ows s developers t 0 

freely modify the source code. Enhance 
ments are a developer's intellectual proper 
ty, as long as he credits Lutris Technologies 
and the open-source community as the 
original developers of Enhydra. Code im- 
provemenis need not be turned back to the 
open-source community, although that 
practice is encouraged 


One helpful feature, Fife 
is Enhydra’s XML Com- 
piler, which lets him take a 
pure HTML file and separate 
the presentation layer from the 
business logic. 

Other open-source applica- 
tion servers include Zope (www. 
zope.org) and the PHP open- 
source scripting language and 
Zend engine (www.zend.com). D 


said, 


recover nicely from the memo- 
ry flaw problem, even though 
it could have a short-term im 
pact on the company’s reputa- 
tion. “These kind of things 
happen all the time now with 
components, and just about all 
the components come from 
Taiwan, so it could happen to 
any manufacturer,” he said. “I 
don’t think they cut corners at 
Dell.”D 


AS MANY as 
400,000 
Dell Latitude 
notebooks 
have faulty 
Micron 
memory 
modules 
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Web enable your mainframe applications: 
IBM, Bull, DEC, UNIX 


Intranet ee a e-Business 


Easy to use 
Emulation Y be % = development 
downloaded eZ for | a — tools enable tight 
to the desktop. ty. %& integration of host 
Full-function a » ! applications with the 
emulation: APIs, | es user’s interface 
file transfer, printing. ) to enterprise data. 
Central administration/control. 
Automatic deployment to 
user desktops. 

Extranet 


Automatic conversion of host data streams to HTML. 
Nothing is downloaded to user desktops. 
Supports any browser-equipped device: PC, NC, Mac, OS/2, Windows CE 
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TECHNOLOGY 


‘Trend, Ganymede 
Partner for Reporting 


New software promises to ease monitoring 
of applications, network performance 


BY SAMI LAIS 
WO SYSTEMS man 
agement vendors 

collaborated 

that 


will correlate and 


have 
on software 


report on data from multi 
ple sources to ease monitor 
ing of application and network 
performance 

Irend Application Perfor 
mance ReportPack from Desk 
Talk Systems Inc. 
Calif., extend 


tion of the Trend performance 


in Torrance, 
will integra 


analysis and tool 


with Pegasus network and per 


reporting 


formance monitoring software 
from Ganymede Software Inc. 
Iriangle Park, 
said spokesmen for the 


in Research 
N.C., 
two companies 

Partly because of a history of 
integration between the two 
products, albeit only for some 
network monitoring, “there’s a 
good level of integration,” said 
Dennis Drogseth, an analyst at 
Enterprise Management Asso 
ciates in Boulder, Colo. 

Here’s how the ReportPack 
works: Desktop agents passive 
ly monitor application perfor- 
mance. They then report to the 
Pegasus server, as do agents re- 
siding on network devices. The 
Pegasus server can also per- 
form active monitoring by ini- 
tiating a transaction between 
two desktops and measuring 
the performance. 

The Pegasus server sends 
the data to the Trend server, 
which aggregates the data in 
a database, along with data 
Trend collects from other ap- 
plications, management 
tems and devices. 

Trend correlates all the data 
and reports. 
Some of the reports are de- 
signed to tell business man- 
agers how well their critical 
applications performing. 
Others offer network managers 
detailed, drill-down data on 
network device performance. 

ReportPack “does a nice job 
in situations requiring prob- 
lem solving rather than just 


sys- 


presents it in 


are 


getting a picture of your sys- 
tem,” Drogseth said. 

Trend aggregates the data in 
a form easily imported by oth- 
er applications. A Sybase Inc 
database license is included 
with Trend 3.5, although Trend 
can also use Microsoft Corp.’s 
SQL. A systems manager can 
add functions via other soft- 


ware tools that also can use the 
data, Drogseth said. 

For example, Netuitive 5.0 
can use the Trend data to do 
real-time forecasting of net- 
work performance, he said. 
Every five to 15 minutes, the 
network monitoring software 
from Netuitive Inc. in Alpha- 
retta, Ga., examines fresh net- 
work data and measures that 
against 32 variables and reports 
about which, if any, devices are 
likely to have problems within 
the next 24 hours. 


Trend doesn’t yet offer net- 
work but Opnet 
Modeler research and devel- 
opment simulation 
from Opnet Technologies Inc. 
in Washington can use the data 


simulation, 


software 


to create virtual prototypes. 
Pegasus 2.2, available by mid- 
April, will cost $25,000 for the 
basic package. The Trend Data- 
Pipe, which lets Pegasus send 
data to the Trend 
available as a free upgrade to 


server, is 


Pegasus maintenance contract 
holders. Trend 3.5 server, avail- 
able now, costs $30,000 for the 
basic package. 

You will need both the Pega- 
2.2 and Trend 2.5 server 
products to run the new Trend 


sus 


Application Performance Re- 
portPack, which will be avail- 
able by June for $17,500. D 


XML Drives Publishing Software Selection 


Truck maker picks 
XyEnterprise tools 


BY LINDA ROSENCRANCE 

About one year ago, executives 
at Freightliner Corp. decided 
that they needed a better way 
to process, manage and, ulti- 
mately, publish 
about the company’s products 


information 


and services. 

After 
vendors, the company turned 
to products provided by Read- 
ing, Mass.-based XyVision En- 
terprise Solutions Inc. (XyEn- 


considering several 


DONNA LOPER AND WILLIAM NICHOLSON chose a tool that would 
| allow better documentation for customers and internal data sharing 


terprise), a developer of con- 
tent management and publish- | 
ing software. 

Founded in 1942, Freight- 
liner is the leading manufac- 


| 
| 


turer and retailer of 
tomized heavy-duty trucks in 
North America. The Portland, 
company is 


cus- 


Ore.-based also 
making inroads into the medi- 
um- and light-duty truck mar- 
ket, Donna Loper, the 
firm’s corporate 
publishing. 

Loper said she initiated a 
needs analysis to determine 


said 


manager of 


how Freightliner was storing, 
managing and organizing in- 
formation about its products. 
The analysis indicated that 
the system Freightliner was 
using was inefficient because it 
didn’t allow various depart- 


ments to share and reuse data, 
she said. It also didn’t allow the | 
company to produce literature | 
about its products that cus- 





tomers needed. 


After seeing the results, Lop 
er developed her requirements 
for anew system. 

Any new system 
would have to allow separate 
business units within Freight- 
liner to build a common tech- 


software 


nical database that would meet 
the needs of all divisions, she 


said. 


No. 1 Priority: Customer Needs 

The company’s most press- 
ing need, though, was to pro- 
vide its customers with up-to- 
date drivers’ and maintenance 
manuals in multiple media and 
languages, said William Nich- 
olson, director of marketing 
strategy at Freightliner. 

The way to do that, Loper 
said, was for Freightliner to 
adopt XML, a simple, flexible 
text format derived from Stan- 
dard Generalized Markup Lan- 
guage (SGML), and to re-engi- 
neer the company’s database to 
build a single technical data- 
base infrastructure. Although 
Freightliner was already using 
SGML — an international stan- 
dard for information represen- 
tation — Loper said it wasn’t 
using it to its full advantage. 

By migrating to XML, which 
was designed to meet the chal- 
lenges of electronic publish- 
ing, Freightliner will be able to 
extract information from its 
SGML-enabled documents and 
publish that information in a 
variety of media. 

Loper said the consultants 
hired to perform the needs as- 
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New Application 
- Monitoring Tools 


Ganymede and DeskTalk 
collaborate on: 


@ TREND APPLICATION 
PERFORMANCE REPORTPACK 


Cost: $17,500 
Available: Q2 


To run it, you’ll need: 


@ DESKTALK TREND 3.5 SERVER 


Cost: $30,000+ 
Available: Now 


@ GANYMEDE PEGASUS 2.2 SERVER 
Cost: $25,000+ 
Available: April 


sessment, from Isogen Interna- 
tional Corp. in Dallas, nar- 
rowed the field of vendors that 
could provide software capa- 
ble of meeting Freightliner’s 
requirements to two. 

The consultants ultimately 
recommended the XyEnter- 
prise Parlance Content Man- 
ager (PCM) and XyEnterprise 
Production Publisher (XPP) 
because both XyEnterprise and 
technical support are based in 
the U.S., while the other vendor, 
STEP GmbH, is in Germany. 

PCM is a compound docu- 
ment management system that 
enables companies to manage 
information as objects in a 
common database, share and 
reuse these objects in multiple 
documents and publish the 
same information in multiple 
formats. XPP is a composition 
and pagination system that au- 
tomates the production of 
complex documents. 

“Our initial estimates show 
the implementation of XyEn- 
terprise’s industrial-strength 
composition system will allow 
us to reduce our print and dis- 
tribution by approxi- 
mately 30%, which is a signifi- 
cant savings,” said Loper. She 
declined to say exactly how 
much money the company 
would save. 

Alan Weintraub, an industry 
analyst at Stamford, Conn.- 
based Gartner Group Inc., said 
Freightliner’s decision to adopt 
XyEnterprise’s software will 
give the company the tools to 
move from SGML — which he 
said is limiting in capacity — to 
XML architecture to extend its 
publishing capabilities. D 


costs 
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TECHNOLOGY 


Of Ports, Policies 
And Plant Managers 


Week 2: Avoiding a Swiss cheese firewall by limiting 
open ports and getting a real nice lunch with the boss 


ELL, I QUIT my job 
because I felt I didn’t 
get anything done. 
Just kidding (of 
course), but it isa 
completely different work environment 
from my previous position as a network 
analyst/administrator. 

I mean, I can count on 
one hand the things I’ve 
gotten done in the past 
week: 1) I added myself to 
the firewall so I don’t have 
to go around the proxy ser- 
ver; 2) learned Microsoft 
Project to plan all my 
projects; 3) added an IP 
address and specified the 
port needed for a user to 
the firewall of a 
company with which we 
need to do EDI 
tions; 4) was taken out for a 
very nice lunch by my boss; 
and 5) read e-mail after 
e-mail from all the lists I 
signed up for and then set 
up filter rules so they all go 
into one folder. That way, it will be eas- 
ier for me to read them later. 

Oops! Almost forgot — I signed up 
for a class on Check Point Software 
Technologies Ltd.’s FireWall-l and reg- 
istered for the SANS Institute 2000 
security conference. Quite an exciting 
week, huh? I am really trying hard to 
decide how to begin. There is so much 
work to do that I could easily start one 
project, then another and not get back 
to the first until four months later. 


We're Safe - We Think 


Our team had a meeting Wednesday 
— our first meeting together. We de- 
cided that we will meet every Wed- 
nesday so we can bring up any changes 
that are going to be made to any of the 
servers or the network during the reg- 
ular weekly maintenance period each 
Sunday from 2 to ll p.m. We also de- 
_cided that we will create an intranet 
5 site for our IT department to keep 
everyone in it informed. 
There’s a general feeling around 
= here that we're pretty safe. We have a 
= very low external profile as a company 
and as a dot-com, and the threat of an 
external attack is less likely as a result 


access 


transac- 
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of our safeguards and an attack would 
take a very long time to engineer. We'll 
see how true that turns out to be. 

My plan (I think) is to study the se- 
curity audit done by a Big Five firm 
six months ago and form a strategy 
from that to present to the director of 
network services. At the 
same time, I will be build- 
ing my lab with a test en- 
vironment to mirror our 
production environment. 
This will include a direct 
link to the Internet and a 
copy of FireWall-1 for me 
to mess with before I 
apply changes to the real 
firewall. There is also the 
possibility of placing an 
NT box and a Linux box 
on a hub outside the fire- 
wall, just to see what kind 
of hits our network is 
taking. 

There are some won- 
derful documents written 
by Lance Spitzner on 
building your NT box for 
FireWall-l, as well as other security 
how-tos, such as auditing the failed or 
rejected packets from FW1, among oth- 
ers. I found them at www.enteract.com 
-lspitz/pubs.html. I will be building the 
lab next weekend, and I will let you 
know how I configure my firewall and 
any challenges that I come across. A 
major task is to build a real-time intru- 
sion-detection system for our internal 
network. 


Trust the Techies 


The products I will be testing in- 
clude Internet Security Systems Inc.’s 
RealSecure and Network Ice Corp.’s 
IcePac product lines. One of the things 
I look for in a company is not whether 
it has the best product but whether my 
company already buys from it, so we 
can lower our overall purchase price 
of its products, which in turn lowers 
our total cost of ownership. 

Another important factor is cus- 
tomer support. I’m a huge believer in 
talking with the technical support peo- 
ple at a company before I buy from 
them. Salesmen will always be nice 
and tell you what you want to hear, but 
it’s the technical support staff that will 


let you know the true limitations and 
selling points of the product. 

Another issue is that a plant manager 
wants to receive e-mail via his new 
laptop through an Internet service 
provider when he’s off-site. He can’t 
access the corporate Exchange server 
from the Internet for two reasons: first, 
because his mailbox resides on our 


| remote mail server in Cleveland and 


not on the main mail server in Denver, 
and second, because as a remote site 
on our internal frame-relay circuit, it’s 
not addressable or viewable from the 
Internet. Because his mailbox resides 
on a remote internal Exchange server, 
I will have to translate the remote mail 


server address by taking the internal IP | 


address of the mail server and giving it 


| a legal address from one of our inter- 


nal networks. 
I will add a rule to the firewall in 
Denver allowing access to that address 


| from the Internet. By default, Exchange 


randomly assigns the Exchange re- 


| mote site services to high-numbered 


UDP ports at random. Instead of 
opening all those ports, we want to 
limit the number of ports that are 
opened and, thus, the number of holes 
in our firewall. So we will have made 
the changes in the registry of the re- 
mote site to point to the ports we 
specify and will then create a group 
object reflecting the assigned ports on 
our firewall. 


Selective Access 

Any inbound IP packets destined for 
the remote mail server using the spec- 
ified ports will be allowed through, 


| and everything else will be dropped. 


Now, in FW1, you have to add the ad- 
dress to a local.arp file and stop and 
restart the firewall daemon so it will 
see the entry you just made. We will 
also have to add an entry to the 
cached route table. 

Next week, I have a meeting planned 
to discuss deploying modem pooling 
for our dial-out users so we can get rid 
of all the desktop modems on our cam- 

| pus to eliminate a possible back door 
for hackers [see “Now, Firewalls for 
Your Phones,” Technology, March 13]. 
I have created a global group on NT 
for the software and dial-out access 
rights to better centralize planning and 
administration of dial-up users and 
their rights. I plan to use the help desk 

| for troubleshooting, since I am only 
one person and the help desk has 10 
people. D 
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THIS WEEK'S 
GLOSSARY 


Address Resolution Protocol (ARP): 
A set of rules used to find a node's phy- 
sical address when only its logical IP 
address is known. 


Daemon: A program that executes in 
the background, ready to perform an 
operation when required. 


Frame relay: A high-speed packet-switch- 
ing protocol used in wide-area networks. 


IP (Internet Protocol) address: The 
number that identifies a specific node on 
a network. 


Network address translation (NAT): 
Router-based software that allows private 
IP internetworkings that use nonregistered 
IP addresses to connect to the Internet. 


Network operations center (NOC): 
The physical place in a large enterprise 

that contains the network management 
consoles. 


Packet: A frame or block of data used to 
transmit information. 


Port: A pathway into or out of a computer. 


User Datagram Protocol (UDP): Part 
of the TCP/IP protocol; used in place of 
TCP when reliable delivery isn’t required. 


LINKS 


www.enteract.com/-Ispitz/ 

pubs. html: Tutorials on building an NT 
box for FireWall-1, as well as other secur- 
ity how-tos, such as auditing the failed or 
rejected packets from FW1. 


www.computerworld.com/home/ 
print.nsf/all/000313F5C2: An article 
about a San Antonio-based company that 
offers firewalls for phone systems. 


www.checkpoint.com/index.html: 
Check Point Software Technologies’ site; 
includes links to a resource library, an on- 
line license center and discussion groups. 


www.checkpoint.com/products/ 
technology/exchange.htmi: \nstruc- 
tions for adding Microsoft Exchange Ser- 
ver support to FireWall-1, from Check 
Point Software. 


® This journal is written by a real security 


| engineer whose name and employer have 


been disguised for obvious reasons. It is 
posted at www. computerworld.com 
and at www.sans.org each week to help 
you and our security manager — let’s 


| call him Pat — better solve your security 


| 
MGS , 
| the subject line Pat’s Journal, or at 
www.computerworld.com/sjf. 


| problems. Contact him with comments 


or advice at info@sans.org, with 
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BY ANN HARRISON 

Symantec Corp. is pressuring a Massa- 
chusetts Internet service provider to 
links to a of Web sites 


remove list 


TECHNOLOGY 
Symantec: List of Blocked Sites Breaks Copyright Laws 


blocked by Symantec’s I-Gear Internet 
filtering product and to a program that 
decrypts the list. Symantec charges that 
the information is protected by copy- 
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Microsoft 


Where do you want to go today?’ 
microsoft.com/sqi/worldrecord 


right laws and trade secret laws. 
Peacefire, the group that posted the 
links on its Web site, contends that the 
links reveal a tool with a high error rate 
that also violates users’ privacy. 
Symantec’s effort to yank the links re- 
flects a strategy some companies are 
using either to prevent the distribution 
of information they consider damaging 
or to ban software created by reverse- 
engineering of their products. 


Peacefire.org, a Seattle- 
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decode the list. Instead, the organiza- 
tion reverse-engineered I-Gear’s pro- 
tection scheme — a maneuver that con- 
sisted of swapping the first few bits at 
the beginning and end of the list of 
blocked sites. He said he installed 
I-Gear and then used a network capture 
tool to see what bytes it sent out when 
it updated the blocked site list by down- 
loading the latest version from the 
Symantec server. 

Civil libertarians say that reverse en- 
gineering is supported by fair use pro- 
visions of the copyright laws. In Febru- 

ary, Sony Corporation of 


based organization, post- 
ed the link that listed 
470,000 sites blocked by 
the I-Gear product. The 


Sites That 


I-Gear Blocks 


America brought an in- 
tellectual property case 
against Connectix Corp. 
in San Mateo, Calif, 


link to the I-Gear list is in- 
cluded in a report that 
provides another link to a 
code-breaker program 
called igdecode that de- 
crypts the list. 
According to 
Haselton, a freelance pro- 
grammer in Seattle who 
maintains the 
site, the group also found 
that the I-Gear 
retrieves the user’s “real 
and “company 
from Windows 
registration information 
on the computer 
and sends that informa- 
tion back to Symantec 


Bennett Ro, 


oman Empire 


se site (www 
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aw lheEle 
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user’s 


Peacefire says many pages 
blocked by I-Gear’s tool 
aren’t pornographic, such 
as parts of the following: 


a The Decline and Fall of the 


w The American Civil Liberties Union 
aclu.org) 

onic Privacy Information 
Center site (www.epic.org) 

gw The Center for Democracy and 
Technology site (www.cdt.org) 


ption of a milking machine 


system written in Spanish 


ontier Foundation 


charging that Connectix 
was illegally reverse-en- 
gineering Sony’s copy- 
righted material to make 
a rival product that al- 
lowed Sony PlayStation 
games to run on Apple 
Computer Inc.’s Macin- 
tosh operating system. 

The U.S. 9th Circuit 
Court of Appeals ruled 
that Connectix’s actions 
were protected as fair 
use. 

The 1998 Digital Mil- 
lennium Copyright Act 
outlaws technologies 
that can defeat copyright 
protection devices, but 


without notifying the user — apparently | permits reverse engineering for en- 


in violation of the privacy policy on | cryption, interoperability and comput- 


Symantec’s Web site. 

I-Gear is used in New York public 
schools to filter out pornographic or 
offensive sites. But Haselton said the 
decrypted list reveals a 76% error rate 
for .edu pages that aren’t pornographic. 

Symantec Vice President and Gener 
al Counsel Arthur F. Courville fired off 
a letter to Peacefire’s Internet service 
provider, Media3 Technologies LLC in 
Pembroke, Mass., demanding that it 
remove the links to the I-Gear blocked- 
sites list on Symantec’s server and to 
the code-breaker program. 

In his March 1 letter to Media3, Cour- 
ville stated that the I-Gear filtering list 
is copyrighted by the company and 
contains trade secrets owned by Sy- 


mantec. Courville added that the list of 


barred sites was gained with a key num- 
ber from a licensed copy of I-Gear, 
which violates Symantec’s copyrights 
and trade secret rights as well as the I- 
Gear license. 

“To publish that list to the world is 
not permitted in the license agree- 
ment,” said Courville. 

“[Haselton] posted a copy of, or a 
part of, our product for free distribu- 
tion and I don’t think there is any con- 
text where he could claim that is not a 
copyright infringement,” he added. 

Haselton emphasized that Peacefire 
didn’t break into Symantec’s server to 


er security research. 

To find the error rate on the cross 
section of I-Gear’s biocked-sites list, 
Haselton said the entire list had to be 
decrypted. He said it’s a good example 
of why reverse engineering and code- 
breaking should be legal. 

“He did something improper before 
he even got to the reverse engineering 
stage,” countered Courville. “I think re- 
verse engineering is an important issue 
in the industry and I am watching what 
is happening in the courts, but I don’t 
think it’s relevant.” 

Peacefire said it hasn’t removed the 
link to the Symantec server. But Hasel- 
ton said the link contains a serial num- 
ber that has to be verified before the list 
can be downloaded, and Symantec has 
deactivated that serial number to stop 
the link from working. 

Media3 has yet to take action on the 
complaint. 

As for the alleged privacy violation, 
Courville said that when Symantec 
acquired the I-Gear product last year, 
the company wasn’t aware that user 
information was being collected by 
Windows NT versions of the software. 
While Courville said the Symantec pri- 
vacy policy applies only to the material 
on its Web site, not its software, he said 
the company will remove this feature of 
the product. D 
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Holcom Introduces 
Virtual Wiring Closet 


Holcom Networks in Carlsbad, Calif., has in- 
troduced the Communications Gateway. Act- 
ing as an intermediate distribution frame, the 
Communications Gateway distributes copper 
and fiber-optic cabling to the work area and 
becomes a “virtual wiring closet,” housing 
wireless hubs, servers and power equipment, 
workgroup switches and all major brands of 


media converters. The Communications Gate- | 


‘Tibco Too! Models Data Flow 


way can accommodate LAN speeds ranging 
from 10Base-T to Gigabit Ethernet and be- 
yond, the company said. Pricing for the prod- 
uct has not yet been released. 


TECHNOLOGY 


based document and database management 
system. From remote locations, users can 
access scanned images, documents, databas- | 
es and other files in their original format. 
According to the company, the product can 
store any type of document online, including 
Tag Image File Format, Portable Document 


| Format, AutoCAD and Excel spreadsheet files, | 
| and can publish content in PCs and worksta- 
| tions for immediate viewable and searchable 


access. DocLibrarian’s search engine doesn’t 
require the user to know how a document is 


| stored to locate a file or image, and users can 
| configure the product for industry-specific 
| needs by specifying expressions or patterns. 


SAP, BackWeb Partner 


On E-Commerce Push 


Enterprise resource planning vendor SAP AG 
and BackWeb Technologies Inc., a San Jose- 
based provider of push technologies for 
e-commerce systems, have announced an al- 
liance to use BackWeb’s Polite technology as 
an underlying component of SAP’s business- 
to-business online marketplace, mySAP.com. 
The two companies said the deal will enable 
organizations to streamline processes and 
reduce the costs and time associated with re- 
quests for quotes and proposals. The alliance 
will also enable BackWeb technology to be 
used within applications built with mySAP.- 
com technology. Financial terms of the agree- 
ment weren't disclosed. 


Tibco Software Inc. in Palo Alto, Calif., has 
released a business-process automation tool 
for use in modeling the flow of data between 
different applications running inside a single 
corporation or at multiple companies. The 
Java-based TIB/Integration Manager software 
can also be used to change business process- 
es, such as the way orders are entered and 


| processed, according to Tibco. The tool runs 


on Windows NT and Solaris and costs 
$250,000 per server. 


_ Aaxion Reliability 
_ Management Software 


Aaxion Software Corp. in Marlboro, Mass., 
has introduced LookOut, which it calls a 
proactive reliability management tool aimed 
at preventing IT hardware failures. LookOut 


| uses a hierarchy of algorithms at the device 


TechExcel Updates 


Help Desk Software 


TechExcel Corp., a Lafayette, Calif.-based 
provider of integrated Web and LAN tracking 
and workflow applications, has announced 
ServiceWise 2000. Designed for technical 
support and help desk organizations, the 
product is an update of the company’s custo- 
mer and incident tracking application. 
ServiceWise 2000 offers comprehensive 
asset management, remote diagnostics, e-mail 
integration, service-agreement management 
and pager and voice-notification functions. 
TechExcel is offering a downloadable evalua- 
tion copy of the product at www. fechexcel. 
com. Prices for the ServiceWise application 
and server software, scheduled for release 
April 1, start at $1,995. Optional add-on Asset 
Manager, Agreement Manager and Diagnostic 
Manager modules will also be available. 


Document and Data 
Management via the Web 


Visual Software Inc. in Washington Crossing, 
Pa., has announced docLibrarian, a Web- 


and subsystem levels to detect server hard- 
ware anomalies before they fail, said a com- 
pany official, unlike fault-tolerant systems 
that continue to operate after a component 
fails. By monitoring streams of event data for 


| indications that a server is heading toward an 


outage, LookOut gives ample time to take 
corrective action, the official said. The soft- 
ware is available for AIX, HP-UX, Linux, 
Solaris and Windows NT/2000. 


RL LEE Pir EL RIT AID ITE IEE SE 
Quiet Disk Drive 

Quantum Corp.’s Hard Disk Drive Group will 
launch what it claims to be the quietest hard 
disk drive, the Fireball Icti5. The 3.5-in. drive 
features Shock Protection System Il, Data 
Protection System and Quiet Drive Technolo- 
gy. It can be optimized from 7.5 GB, 15GB, 
20.4GB or 30GB. Estimated pricing for the 
30GB Fireball ict15 is $259. 


Business Process App for 
The Internet and Intranets 


IntelliCorp Inc. in Mountain View, Calif., has 
announced LiveModel WebExpress,a Web 
server add-on to IntelliCorp LiveModel that 
publishes companywide and enterprisewide 
business processes via the Internet and/or 


corporate intranets. LiveModel WebExpress 


| provides a high-level view of enterprise 


processes, a company spokesman said, 


| enabling the rapid and accurate publication 

| of business process models to the corporate 
| intranet and eliminating the need for custom 
| client desktop software. 


SAP AG’s mySAP.com Workplace can be 
| configured to accommodate LiveModel Web- 
| Express, which delivers job-specific process 
information. LiveModel WebExpress requires 
| Microsoft Internet Explorer 5.0 or higher and 
| is now in use at several pilot sites. Pricing be- 
gins at $75,000 for the first 50 users. 
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A First Peek at the 
Newest Windows 


Third time around, with two 
strikes against it, Microsoft's 
newest Windows CE release could 
be the game-losing final out — or 
it could be a potentially winning 
home run. By Russell Kay 


INCE ITS 1996 launch on 
what was then called 
the Handheld PC, 
Windows CE _has 
been the poor step- 
child of Microsoft Corp.’s fam- 
ily of operating systems, de- 
signed for an ever-changing 
succession of small, out-of-the- 
mainstream computers _ that 
never quite caught on. 
Remember the Palm-Sized 
PC with styius input and no 
keyboard, or the Handheld PC 
Pro, a kind 
that wasn’t really handholdable 
at all? Regarded by many as a 
crippled version of Windows 


of mininotebook 


9x, Windows CE in its various 
incarnations has seemed to 
embody most of the disadvan- 
tages but little of the real power 
of the desktop Windows. 

The third time around, how- 
ever, it like Microsoft 
finally got it right. More right, 
anyway. At a reviewer’s work- 
shop, I got an intensive briefing 
on this new operating system 
for the platform that’s now 


looks 


been renamed the Pocket PC. I 
also got to 
hardware from Casio Com- 
puter Co., Compaq Computer 
Corp. and Hewlett-Packard Co. 
launched 
with the system. The new soft- 
ware is clearly better than ei- 
ther its predecessors or, in my 
opinion, its chief competitor, 
Palm Inc.’s PalmOS 

I’ve been using the new op- 


that are due to be 


erating system on a current- 
generation HP Jornada 430se, 
and although there are things 
I can’t discuss until the launch 
in mid-April, I’ve seen enough 
to think the system will be a 
winner. And its success will 
be critically 
Microsoft. 


important to 


Strategically Important 


Between the attention given 


to Windows 2000 and Micro- 


soft’s legal battles, there’s been 


little public awareness of Win- | 


dows CE. On balance, that’s 
probably been good for Micro- 
soft, because previous genera- 


see prototypes of 


tions of CE had interface and 
compatibility problems _ that 
limited their acceptance in the 
face of the Palm’s user-friendli- 
ness. 

The fact is, the Pocket PC is 
far more important to Micro- 
soft’s overall future than I had 
been aware. The company is 
putting significant 
behind the new platform — 


resources 


and with good reason. 

Simply put, the Web browser 
has become the only window 
anyone really needs, and the 
actual computer underneath 
(both hardware and operating 
system) hardly matters 

In this new Web-centric en- 
vironment, the Pocket PC’s 
intelligent browser and rela- 
tively large color display give 
the Microsoft platform a 
strong advantage over Palm- 
based devices. Together with a 
number of enterprise-oriented 
features (more on this after 
the launch), plus significant 
storage and computing power, 
the Pocket PC may turn out to 
be Microsoft’s secret weapon 
for staying relevant and com- 
petitive. 

I’m tempted to think that the 
Internet’s threat to Microsoft’s 
dominance — an argument the 
company used in its defense 
against the Justice Department 
suit, and which most observers 
have pooh-poohed — may be 
more realistic than even Micro- 
soft thought. Time will tell. D 


CREATURE FEATURES 


Here’s a quick rundown on some of 
the new machine’s features. The 
software that ships in April will have 


more features and more applications. 


A NEWIE GUI. Microsoft has cleaned 
the fly to fit the 320- by 240-pixel 


up and simplified the graphical user 
interface with context-sensitive 


menus and good handwriting recogni- 


tion. Selections require only a single 


stylus tap, and the color screens are 
significantly bigger (three times the 
pixel count) than the new Palm lillc. 


COME BROWSE WITH ME. The 
centerpiece of the new operating 
system is a new Pocket Internet 
Explorer, which can intelligently 
translate and resize Web pages on 


color screen. This reduces the 
need for horizontal scrolling. The 
new browser also supports Avant- 


Go Inc.’s Web-clipped pages tailored 


for small screens, but it doesn’t need | 


to depend on it - potentially a huge 
advantage. 


YOU'VE GOT MAIL. Inbox, the 


e-mail client, is well integrated with 
and works similarly to the desktop’s 


Outlook 2000 program. Attach- 
ments to e-mail in Word or Excel 
are now automatically converted for 
Pocket PC viewing and editing. 


LIBRARY LITE. Microsoft Reader, 
an electronic book program, incor- 
porates the first public use of 
ClearType technology for dramati- 
cally improved font rendition [“Type 
for E-Books,” Technology, Aug. 9, 
1999]. You can carry an entire 
year’s worth of reading on a single 
compact flash card. 


TUNES, TOO. Windows Media Player 


plays CD-quality sound from MP3 or | 
Windows Media files through a head- | 


phone jack, as well as MPEG video, 
thus also replacing a portable MP3- 
type player. 


PLUG-IN AND PLAY. Autorun com- 
pact flash cards can automatically 
install and uninstall their software 
upon insertion and removal, which 
will simplify distribution and use of 
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many types of programs. Games are 
an obvious choice, but so are many 
database and vertical applications. 


FEED ME DATA. ActiveSync 3.1, the 
Windows-based replication program, 
now can sync data to the Pocket PC 
over a variety of links, such as com- 
pact flash (CF) modem or infrared. 
Universal Serial Bus is new and 
won't require the expensive 

extra cradle that the Palm does. 


NO CORDS NEEDED? Wireless- 
ready is how Microsoft describes 
these new devices. While all-in-one- 
device solutions (a la Palm Vil) are a 
few months off, the new Pocket PCs 
will be able to use forthcoming wire- 
less CF modems or connect to cell 
phones via cable or infrared. Blue- 
tooth wireless networking products 
are expected in the fall. 


POCKET POWER. One major com- 
plaint about CE devices has been 
short battery life (hours, vs. weeks 
for the Palm). But newer Palm and 
Psion PLC machines with more fea- 
tures and color screens show power 
consumption up and battery life 
down, approaching those of the CE 
systems. A Compaq spokesman said 
that 10 to 12 hours before recharg- 
ing will be the industry norm. 


Unlike the Windows CE pictured, 
the Pocket PC’s start button is 
located at the top of the screen 
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Packet-Switched vs. 
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Circuit-Switched Networks 


BY LEE COPELAND 
IRCUIT-SWITCHED 
networks and 
packet-switched 
networks have 
traditionally oc- 

cupied different spaces within 
corporations. Circuit-switched 
networks were used for phone 
calls and packet-switched net- 
works handled data. But be- 
cause of the reach of phone 
lines and the efficiency and 
low cost of data networks, the 
two technologies have shared 
chores for years 

Designed in 1878, circuit- 
switched networks reserve a 
dedicated channel for the en 
tire communication. 

The primary hardware for a 
circuit-switched network is the 
private branch exchange (PBX) 
system. Computer servers pow- 
er packet-switched networks. 

In modern circuit-switched 
networks, electronic signals 
pass through several switches 
before a connection is estab- 
lished. And during a call, no 
other netwock traffic can use 
those switches 

In packet-based networks, 
however, the message gets bro 
ken into small data packets 
that seek out the most efficient 
route as circuits become avail 
able. Each packet may go a dif- 
ferent route; its header address 
tells it where to go and de- 
scribes the sequence for re- 
assembly at the destination 
computer, says Joel Maloff, 
president of consultancy Mal- 
off Group International Inc. in 
Ann Arbor, Mich. 


Technologies Converge 
Formerly, packet-switched 
digital networks would con- 
nect to circuit-switched ports 
to gain access to computer net- 
works in different locations. 
But nowadays, remote dial-up 
access to corporate computers 
is usually over the Internet, us- 
ing global Internet service 
providers (ISP), says Ron 
Westfall, an analyst at Current 
Analysis Inc. in Sterling, Va. 
“For a large organization, the 
payoff is self-evident,” says 


TIONS 


| 5 


Packet-switched networks move data in separate, 
small blocks — packets — based on the destination 
address in each packet. When received, packets are 
reassembled in the proper sequence to make up the 
message. Circuit-switched networks require dedicated 
point-to-point connections during calls. 


Circuit Switching vs. Packet Switching 


Circuit-switched networks assign a separate, dedicated phone line to each sender/recipient 
pair. Multiple communications require multiple lines. Packet-switched networks, however, 


break individual messages into separate packets that can travel together or separately over 


whatever lines are available. The receiving switch sorts out the packets, assembles them 
back into the original messages and sends them along to the indicated recipients. 
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Westfall. “If you can go from 
paying for one long-distance 
call from a hotel in Singapore 
to [paying for] one local call to 
an ISP in Singapore and anoth- 
er call to the ISP near your 
headquarters in New York, 
you're only paying for two lo- 
cal-access charges.” 

With the expanded use of 
the Internet for voice and 
video, analysts predict a grad- 
ual shift away from circuit- 
switched networks. 

“A circuit-switched network 
is good for certain kinds of ap- 
plications with limited points 
to go to. If you’re doing voice 
applications solely, it’s great,” 
says Maloff. “But if you have 
multiple locations to get to and 
large amounts of data to trans- 
mit, it’s better to break it down 
into packets.” 

Voice-over-IP vendors point 
out that IP-based calls are 
cheaper than circuit-based 
ones, but analysts say it will be 
a long time before corpora- 
tions abandon proven PBX sys- 
tems and use packet-based net- 
works for data, voice and 
video. The biggest impediment 
to voice-over-IP is poor voice 
quality and call latency, says 
analyst Michael Arellano at 
Degas Communications Group 
Inc. in Westport, Conn. “With 
packet-switched networks, 
what happens if the packets 
containing voice signals arrive 
at different times or in a differ- 
ent order? [A congested net- 
work] can also drop packets.” 

“Currently, there’s a PBX 
side of the house and an IT 
side of the house,” Westfall 
says. “But if you survey IT 
managers, they’re not hopping 
up and down to put voice on 
data networks. They have 
enough challenges maintain- 
ing the data network.” 

“PBX is a proven technology. 
Although it’s proprietary, it’s 
efficient at delivering voice 
traffic and offering features 
like voice mail,” Westfall says. 

“Packet switching is more 
efficient,” Maloff agrees. “But 
we'll have hybrid systems for 
the next several years.” D 
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Borrowing a wire is all that’s necessary 
when itinerant workers temporarily land 
at the office. By Amy Helen Johnson 


OWI 


HEN Ernst & Young 
LLP consultants want 
to spend time in the 
office, they have to 
make reservations. 
With most of its 
workforce on the road or permanently 
assigned to client sites, the Cleveland- 
headquartered Big Five accounting and 
management consulting firm saves 
money by eliminating traditional indi- 
vidual offices and operating a hoteling 
infrastructure. 

A way to share office space among 
employees who are usually out of the 
office, hoteling involves building 





generic offices that anyone can use on | 


request. A reservation system assigns 
space to employees, and networking 
software gives them access to corpo- 
rate resources. The concept may also 
be used at companies with project- 
oriented cultures, where workers form 








SIXTY PERCENT of employees assigned to 
Ernst & Young’s Pittsburgh office actually 
work at client sites, says Hank Sobah, 
senior manager for technology services 


if 


temporary teams for days or months to 
tackle particular jobs. 

Hoteling enjoyed a flavor-of-the- 
month celebrity in 1996 and 1997, with 
whole companies unscrewing name- 
plates from doors and switching to 
temporary landing slots. But large- 
scale hoteling proved unwieldy and 
unwanted, and most of the experi- 
menters reverted to the typical per- 
manently assigned office or cubicle. “I 
don’t think hoteling has worked that 
well, by and large,” says Kazim Isfa- 
hani, an analyst at Giga Information 
Group Inc. in Norwalk, Conn. “I 
haven't seen that many shining 
examples of it.” 

Hoteling isn’t something that FFE 
Transportation Services Inc. in Dallas 
needs, says Allen Woody, MIS systems 
manager. The trucking business really 
requires more centralized operations 
— and employees, he says. 

“There are a lot of companies which 
can benefit from [hoteling]. Unfortu- 
nately, I don’t think we’re one of them 

. We have sort of a bull-pen environ- 
ment, where you might have eight or 
10 dispatchers working together, and 
they need to be able to communicate 
very quickly with one another, like 
over a 3-foot wall.” 

What hoteling experiments proved, 
however, is that the concept has trac- 
tion for certain corporate cultures and 
types of employees. Small-scale hotel- 
ing, where an office supports a few 
work spaces, is fairly common. 

General Dynamics Corp.'s Electronic 
Systems Division in Colorado Springs 
maintains a few cubicles for visitors in 
a work area that supports 80 employ 
ees, says Frank Loccisano, deputy 
product support manager for collabo- 
rative products and technologies. 

The company will expand its hotel- 
ing efforts, in part, because of the num- 
ber of telecommuting employees. “The 
whole point behind this is to cut costs 
or to limit the overhead as much as 


possible * Loccisano says. 


Hotel Check-in 


One reason the wholesale hoteling 
initiatives failed is that in most organi- 
zations, the majority of the workers 
stay at the office. A Computerworld 
survey conducted last month of 87 
readers who practice hoteling found 
that in 76% of organizations that offer 
hoteling, at least 90% of employees 
had permanent office space. 

So who uses hoteling offices? Gener- 
ally, readers tell us, employees visiting 
from other company sites snap them 
up. Seventy-five percent of those sur- 
veyed said colleagues took the greatest 
advantage of hoteling sites: telecom- 
muters coming into the office made up 
66% of users, contractors 56%, part- 
time employees 45% and guests and vis- 
itors from outside the company 28%. 

Continued on page 78 
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Real-estate concerns drive the re- 
turn-on-investment for hoteling, says 
Jack Gold, senior program director at 
Meta Group Inc. in Westboro, Mass. 
Large cities with expensive office 
rentals are ideal for hoteling sites. Al- 
though Computerworld readers cited 
employee satisfaction as the greatest 
benefit that hoteling yields, saving 
money on office space was a close sec- 
ond, listed by 59% of the respondents. 

During the past four years, mobile 
computing tools have become fast, 
reliable and less expensive. Because 
most employees who would use a 
hoteling office travel frequently and 
have laptops and remote-access ser- 
vices, the distinction between hoteling 
and mobile computing is now small, 
says Gold. 

Gold says hoteling has evolved from 
a concept in which the information 
technology department controlled the 
transient desktop computers and con- 
nections to one where IT supplies a 
bandwidth and a comfortable environ- 
ment for well-equipped road warriors. 

At hoteling sites operated by Com- 
puterworld readers, the survey shows 
that 80% of users bring their own lap- 
tops. Regardless, 68% of companies 
provide a PC in the hoteling office, and 
22% have a thin-client setup. 

Creating a hoteling office can be as 
simple as setting aside one cubicle 


Case Study 


The Goal: Garguilo Inc. wanted to provide 
network access to salespeople and managers 
from other company offices. 

Greatest Benefit: Convenience for mobile 
workers. Putting them in a special office 
when they're on-site makes it easy to locate 
them. 

Salespeople at tomato grower Garguilo 
really have no fixed address; they tend to 
work wherever the crops are ripe. It's rare to 
find one with a fixed office at the company's 
headquarters in Naples, Fla. 

Information systems director Roger Glenn 
and network administrator Monti Ihrig built a 
hoteling work space for transient colleagues 
that lets them log easily into mission-critical 


TECHNOLOGY 


with an Ethernet connection that peo- 
ple can use to plug their laptops into 
the corporate network. But when the 
majority of employees are out in the 
field and may return to work in the 
office for extended periods of time, 
their numbers and needs dictate that 
the hoteling infrastructure be more 
complex. 

Such is the case at Ernst & Young. 
Its Pittsburgh branch devotes two- 
thirds of its office space to hoteling, 
says Hank Sobah, senior manager for 
technology services. About 60% of 
the people assigned to the Pittsburgh 
office actually work at client sites, he 
says. Given the high costs of office fa- 
cilities, hoteling was preferable to car- 
rying the overhead for office space for 
all employees. 

Now, when Ernst & Young workers 
arrive at the office, they contact the 
room coordinator (sometimes referred 
to as the “concierge”), who uses the 3V 
Enterprise resource management suite 
from AgilQuest (formerly known as V 
Technologies International Corp.) to 
assign space to each of them. 

3V also routes telephone calls made 
to each consultant's voice-mail num- 
ber to the extension at the assigned 
desk. Personal effects are put into the 
cubicle the day someone is scheduled 
to arrive. When workers arrive at the 
office, they consult a kiosk to find their 
assigned spaces. Each space has a 
phone, a desk and a network connec- 
tion, Sobah says, and most people 
bring their laptops with them. 

Having space set aside specifically 
for hoteling is the norm among the 
companies surveyed by Computer- 
world. Eighty percent designate space 
specifically for transients, 70% use the 
option of putting people in any spare 
space available and 57% will ask visi- 
tors to camp out at the desk of some- 
one temporarily absent from the office. 

Setting up Ernst & Young’s hoteling 
system required some effort, Sobah 
says, but wasn’t difficult. Each office 
and cubicle had to be wired for a net- 


| servers and corporate applications. 

The hoteling office supplies the minimum 
tools necessary: a network connection, a 
phone line and a printer. Garguilo runs its 
| own telephone system, so it costs next to 
nothing to add users. 

Garguilo did buy additional software, in- 
cluding Client Access from IBM and Rhumba 
from Cupertino, Calif.-based NetManage Inc., 
for users’ laptops. Each person has to have 
a user name and password to log on to the 
network; an additional log-on process guards 
access to the company's AS/400. 

Allin all, it was a simple, inexpensive solu- 
tion, and a popular one, says Glenn. The 
Naples office is used every day, and the pack- 
ing plant in Fresno, Calif., has a similar setup. 

~- Amy Helen Johnson 





work connection, something that 
would be done anyway. Ernst & Young 
bought the hoteling reservation system 
and upgraded and standardized the 
switches and voice-mail systems 
throughout the company. All those ex- 
penses were far less costly than paying 
the rent on office space, says Sobah. 
Sobah’s experience instituting a 
hoteling architecture parallels that of 
other IT managers surveyed by Com- 
puterworld. The top three modifica- 
tions managers made to their compa- 
ny’s operations to accommodate hotel- 
ing were adding network log-on and 
security procedures (68%), setting up 
the physical space (63%) and adding 
telecommunications facilities (45%). 
Sobah says Ernst & Young’s existing 
network security was satisfactory; 
every person needs to provide a user 
name and password to sign on to the 
server. But 67% of those surveyed ex- 
pressed concern about security prob- 
lems caused by transient workers. 


Locking the Door 

General Dynamics must meet strin- 
gent federal security requirements, 
says Loccisano, which forced it to get 
very serious about security for the 
hoteling facilities. Some of the compa- 
ny’s servers and backbones are isolated 
even from one another and invisible to 
the outside world. Nevertheless, Loc- 
cisano says, he supports a lot of visi- 
tors. To adhere to the company’s secu- 
rity protocol, visitors aren’t allowed 
unrestricted access to the network. 

To get into corporate resources, a 
visitor must first receive an extranet 
account from corporate IT. The ac- 
count restricts the servers a user can 
access. The company’s use of fixed, not 
dynamic, IP addressing resolves many 
potential security problems because 
“we know exactly what’s on each of 
those computers,” says Loccisano. 

Further security measures limit the 
amount of time someone can stay con- 
nected. Employees have generous time 
limits while workers from General 
Dynamics’ partner companies receive 
much less. Software also monitors how 
often someone logs on. 

Gold says hoteling will continue to 
evolve. Today’s laptop-toting employee 
will insert smart cards into any com- 
puter within the organization. Once an 
identity is established, the system will 
open that person's individual files and 
e-mail and unlock any applications he’s 
authorized to use. 

It’s the ultimate in hoteling: no fixed 
office, not even a fixed computer. But 
it’s not an easy architecture to devel- 
op, warns Gold. “The software model 
hasn’t been built with that kind of 
capability,” he says. D 


Johnson is a contributing writer in 
Seattle. Contact her at amyhelen@ 
pobox.com. 
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~ Hoteling Not Widespread 


Computerworld surveyed 87 IT managers at 
large corporations to find out just how far the 
practice of “hoteling” - providing network 
access and work space to workers who are 
only temporarily on-site - has penetrated 
into U.S. businesses. The majority say they 
accommodate telecommuters or employees 
from other offices regularly, and roughly half 
say they also supply networking capabilities 
to contractors and part- or shared-time em- 
ployees. And aimost one-third accommodate 
nonemployee visitors, auditors and field 
engineers while they're in the office. 


What benefits have come 
from providing temporary 
network access and work 
spaces to visiting employees, 
contractors and guests?: 


62% Increased employee 


99% 


satisfaction 


Facility cost savings over 
providing permanent 
space for each worker 


30% creme 

20% om 
1% 
6% 
6% 


Convenience 


Enhanced 
productivity 


No benefits 


What are your biggest con- 
cerns about giving temporary 
network access to visiting 
employees, contractors and 


guests?’ 
O/, Security will be 
68 Ye 0 compromised 
43% Visitors will require 
0 disproportionate amounts 
of technical support 
0 
37 Y 0 resources will be difficult 
to administer 
Difficulty justifying the 
23% y justitying 


expense of maintaining 
office space/equipment 


13% Have no concerns 
9% 
1% 


Temporary worker 


Permanent workers will 
resist the program 


Contractor willsteal IT org 
charts to lure workers away 
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A Bandwidth Multiplier 


Start-up promises to squeeze more 
bandwidth out of existing WAN pipes 


BY DAVID ESSEX 
HUCK FARNER had 
a bandwidth prob- 
lem, brought on 
by graphically 
rich applications 
and an increasing reliance on 
the Internet. Bandwidth man 
agement was fast becoming a 
full-time occupation at 
company, Wyle Electronics, 
and Farner is a man with very 
little spare time 
It’s no surprise, then, that he 


his 


leaped to acquire Expand Net- 


works Inc.'s _ plug-and-play 
1 


bandwidth management sys- 
Since October, Expand’s 
4000 appliance 
has fit nicely alongside Wyle’s 


Inc. 


tem 
Accelerator 
Systems routers, 
300% 


Cisco 
providing a confirmed 
increase in bandwidth. 

Farner says the Accelerator 
is cheaper than the usual alter- 
native of leasing more T] lines 
and is more effective and easi 
er to manage than other opti 
mization schemes. “I can't 
think of the last time we need- 
ed to worry about [our acceler- 
ators],” he says 

I xpand Networks’ 
aptly describes the mission of 


name 


this 3-year-old 


products 


start-up. Its 


were designed for 
hands-off bandwidth 


that 


conser- 
vation extends existing 


wide-area network resources. 


Bandwidth Usually Expensive 

The 
expand network bandwidth is 
to simply add T1/El leased 
connections. That’s a $2,000 
per-month proposition domes- 


time-honored way to 


tically, and far more expensive 
when extended overseas. 

But putting two $10,975 Ac- 
celerators between routers on 
your existing private lines can 
virtually quadruple your pipe 
— much better than adding a 
new T1 line 

Wyle’s Accelerators yielded 
“about a 13-month [return on 
investment],” Farner 
the setup linking his compa- 
ny’s headquarters in Irvine, 
Calif., and a distribution center 
in Phoenix. The Accelerator 


says of 


optimizes data transmissions 
analyzing 
packets to determine which 
Once 


between routers, 


data can be cached. 
cached, a bit-sipping pointer to 
the data is transmitted instead 
of the entire file 

The 
protocol information, such as 


device also separates 
headers, and uses algorithms 


to reduce their size, a process 


etworks 


called vertical data analysis 
(VDA). Adaptive compression, 
which assigns different types 
of compression algorithms to 
reduce data size, handles what- 
ever selective caching and 
VDA can’t optimize. 

The Accelerator 4000 also 
employs quality-of-service pri- 
oritization to give special han- 
dling to delay-sensitive data, 
such as voice-over-IP traffic. 

Expand co-founder Talmon 
Marco says mainframe applica- 
tions see the biggest bandwidth 


jumps — up to 400% — and the 


TALMON MARCO, co-founder of Expand, says mainframe con- 


nections achieve the biggest boost from Accelerator 4000 


Expand Networks Inc. BS 
° 

erg; No 
AS 


Location: 103 Eisenhower Park- 
way, Roseland, N.J. 07068 


Telephone: (888) 892-1250 
Web: www.expand.com 


The technology: Bandwidth ac- 
celeration - a mix of technologies 
that can quadruple effective band- 
width on private circuits 

Why it’s worth watching: 
Dominates market niche for ex- 
tending bandwidth in countries 
where broadband options aren't as 
well established as in the U.S. 


Company officers: 

¢ Zohar Pearl, CEO and chairman 
of the board 

© Talmon Marco, co-founder and 
president 

° Nir Kalkstein, chief technology 
officer 

¢ Ziv Haparnas, vice president of 
research and development 
Milestones: Founded in 1997. 
Released its first product in Sep- 


mPUTE 


tember of last year re 
Employees: 50 Omp3; 
Profitability date: 

2001 


Burn money: $12 million from 
American and Israeli sources 


Products: Accelerator 4000, 
sold in pairs for $10,975 each 


Customers: Enron Corp., Lock- 
heed Martin Corp., Texas Instru 
ments Inc. and Wyle Electronics 
are U.S. customers. Internet Gold, 
an Israeli Internet service provider 
is a major overseas client. 


Red flags for IT: 

¢ Expect labs at 3Com Corp., Cis- 
co and other companies to cook 
up similar systems for next-gener- 
ation routers that could lessen the 
value of Expand’s offerings. 

* Network providers may offer bet- 
ter bundling and pricing of T1/E\s, 
cutting into Accelerator's cost ad- 
vantage. 


performance of Internet data 
can increase by as much as 
150%. The technologies are 
less effective for videoconfer- 
encing, yielding performance 
gains of less than 10%. 

Farner Expand Net- 
works responded to Wyle’s re- 
quest for a feature that keeps 


says 


Tls up at their old bandwidth if | 


the Accelerator fails. “Not only 
do we have extra input, they 
ask for it,” Farner says. 


International Opportunities 
Analysts characterize Ex- 
pand Networks as a dominant 
niche player that must stay 
ahead of trends that could offer 
better bandwidth options. The 
company has profitable oppor- 
tunities in developing markets 
like Russia and Latin America, 


where Tl alternatives such as | 


Asynchronous Transfer Mode 

| are scarce, says Tere Bracco, a 
principal at Current Analysis 
Inc. in Sterling, Va. Bracco says 
Expand has five years or so un- 
til those countries catch up. 

Meanwhile, says Bracco, “I 
don’t see a lot of progress be- 
ing made that obviates the 
need for the Accelerator 4000. 
It’s there first, it meets a de- 
fined need and it’s meeting it 
very cost-effectively.” 

The Accelerator also offers 
enhancements for private data 
lines that cross oceans. 

Golden Lines Ltd., an Israeli 

Internet service 

Accelerator 
a domestic El 


provider, 
4000s 
line 


Ry uses 
2 on 


. as 
and two overseas lines 
connecting satellite 
downlinks in the 
Wes Boston area and New 
Jersey. 

tions would normally cost 
$30,000 a month. “We can basi- 
cally cut the expenses by 50%,” 
explains technical manager 
Tomer Zaidel, who at- 
tempts to compression 
built into Cisco 7206 and 7513 


These connec- 


says 


use 


routers produced disappoint- 
ing gains of less than 10%. 
The product line’s biggest 
weakness is frame-relay sup- 
port, which Marco promises by 
spring. It’s a critical missing 
link, many 
will turn to frame relay for 
their bandwidth fix. 
Expand also plans to introduce 
| Accelerators with _ built-in 

channel service units/data ser- 
minimize box 
counts at remote sites. D 


since customers 


next 


vice units to 


Essex is a freelance writer in 
Antrim, N.H. 
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the buzz 


STATE OF 
THE MARKET 


Indirect 
Competition 


Expand Networks’ Accelerator 4000 
appliance is unique in combining se- 
lective caching, compression, packet 
analysis and quality-of-service prioriti- 
zation to boost effective bandwidth 
more cheaply than adding leased lines 
Its biggest vulnerability lies with 
router vendors like 3Com Corp., Cisco, 
and Nortel Networks Corp. in Bramp- 
ton, Ontario. “If those big guys wanted 


| to solve the problem the way Expand 


is, they would go out and do it,” says 
Lance Travis, vice president of elec- 
tronic business infrastructure at AMR 
Research Inc. in Boston. 

Expand is doing wide-area network- 
level optimization of private lines, 


| which makes the market niche smaller 


han it seems at first. FlowWise Net- 


| works in San Jose also sells router ac- 


celerators, but they're for campus-level 
Ethernet traffic. 

With patentable technology and 
dominance of its niche, Expand is a 
natural acquisition candidate, especial- 
ly for a highly capitalized octopus like 
Cisco, say Travis and others. 

Other options available to network 
managers facing a bandwidth crunch 
include the following 


| Compression: Expand says it com- 


petes most directly with the Stacker 
compression hardware and software 
offered with Cisco's routers. But users 
and analysts say this and other partial 
compression schemes like JPEG and 
MPEG offer much lower bandwidth im- 
provement and burden routers with 
higher overhead than the Accelerator 
does 

Traffic shaping (bandwidth manage- 
ment or policy-based networking) 
Traffic shaping lets network adminis- 
trators balance loads and redirect ap- 


| plications to optimize network perfor- 


mance. However, it doesn't add effec- 
tive bandwidth, and labor costs can 
exceed the price of a pair of Expand 


| Accelerators, Travis says. 
| Trunking: Combining multiple physi- 


cal connections into one logical one 
can help avoid underutilization of 
leased lines, but, like traffic shaping, it 
doesn't add real bandwidth. 


| Caching: Storing frequently used data 


in fast RAM can avoid needless drag 


| on the network by transmitting point- 


ers to large files rather than the files 
themselves. Expand President Talmon 
Marco says his company could face 
more direct competition if Web 
caching companies apply their tech- 
nology to other kinds of data, like 
mainframe applications and enterprise 
resource planning software 

David Essex 





COMPUTERWORLD March 20, 2000 ~~ >< 9 ee MARKETPLA CE 


For more information on advertising, 
call (800) 343-6474 Ext. 6000 


SLASH YOUR TRANSMISSION CosTS SY 90%! 3 a Gis : a Server Management... 


Technology Corporation Access. control, operate and manage 


your entire network (servers, hubs, routers, 
PKZI Pp MVS 2 5 ] Pro E ; dumb terminals) from any number of 
; al = eel Toler OU COLc)\Va oreo 
‘i i c Velma els egg Fue lols 
ar ; ee SS desks, and y CNT mec e la 
" ieee amen. yy Cae 


\_¥ : 
ye us about Key-View and XP4000, ren 


elm m aes eM MMC ema acca) 


Ph . ea A MMM ae CON Limca Cee 
/ network management solutions. It 
i | ewill make you | 
s HOO .636 3494" chine 
Sema mL] 


dog ios The same algorithmic technology that made PKZIP DOS it] Ww tt] 8 R d C "4 ii = C i i 0 ty 1a ‘i ts 1 1} /S Mid e 


famous now drives enterprise networks onboard OS/390 


+ Supports 14 CMOS processors. 


OT ea me raolgel 





sei With PKZIP MultiPlatform from ASi, you can compress and 


canteen See a transfer data across 11 platforms from MVS to Windows. 
aa In today's harsh open systems climate, it’s much more than 
just something nice to have. 
Ce oes 
ee eae ikl a Start your TION today. 
1:18) (Ge SSR] 
tele B liso lal 
oriented data 


888-278-2203 ext. 200 


Pe OL ORL g 


s 
5 


« Ener ind 


possword protection 


ASCENT SOLUTIONS Inc 


MAINFRAME * MIDRANGE * PC a For advertising information, call 1-800-343-6474, ext. 
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AlarmPoint 


Automated Notification & Response 
ae 


HP Orex View When problems are detected, To obtain your free 
contact the proper people via © AlarmPoint Eval CD, 
ePhone ePager °E-mail call toll free (888) 221-0760 (option 1), 
so visit our Website or e-mail us at 
sales@SinglepointSys.com. 





If you need notification for paging and e-mail only, 
download our new AlarmPoint Paging from our Website: 
www.SinglepointSys.com. 
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http://www. artificial-life.com Artificial Life, Inc. (NASDAQ: ALIF) develops, mar- 
kets, and supports intelligent software robots for the Internet. The company offers 
uniquely conversational bot-based products for customer service, consultative sell- 
ing, Web site navigation, automated e-mail response, and financial portfolio man- 
agement. To find out more, please visit our Web site or call 1-877-405-1500 
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http://www.netfish.com Netfish Technologies is a leading provider of products and solutions for 
e-business. We enable enterprises to seamlessly automate business processes with their cus- 
ippliers by directly transacting over the Internet. This results in tremendous cost 
duction in cycle time, elimination of errors and vastly improved customer satisfaction 
uct suite sits of the XML Data Interchange (XDI™) Suite, a set of products 
ire, Internet-based technologies and built upon the industry-standard Extensible 
Language (XML) 
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TANTAU provides software and solu 


for integrated wired and wirete “s 


to critical business applications 





http://www.tantau.com TANTAU's Wireless Internet Platform enables companies 
to build, deploy and integrate applications for the wireless and wired Web. Cust- 
omers include companies, like banks, brokerages and retailers, that must transact 
real business, in which money changes hands, anytime, anywhere. The product 
is architected at its core to offer mission critical scale, availability, transaction 
integrity and security. 
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Internet server software that speeds Web access for consumers. Fireclick elimi- 
nates the frustration of the “world wide wait,” resulting in more productive user 
sessions. By increasing the propensity to view more pages, absorb more adds, and 
purchase more products, Fireclick helps drive e-commerce revenue. 
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http:/Awww.envive.com Envive Corporation is an e-Business performance management 
service provider removing hardware, software, time and training obstacles to predicting, 
verifying and improving your Website... and you only pay for what you use. With Envive’s 
Web-based portal, there is no building of a testing environment and very little training to 
get your entire team up and running. You are empowered to predict the performance of 
your Internet application, verify ongoing performance and determine how to improve 
future performance 
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TECHNOLOGY 
Sizing up the 
"Telecom Corridor 


With companies like Nortel, Ericsson and Northern Telecom in 
the area, you might assume that Richardson and Plano, Texas, 
have become a large central office for the telecommunications 
industry. In many ways, they have. By Erik Sherman 


THERE’S NO DENYING that 
Texas’ Richardson and Plano 
area has an affinity for the 
telecommunications business. 

According to the Richardson 
Chamber of Commerce, the 
so-called Telecom Corridor 
has 70,000 daytime workers in 
25 million square feet of work- 
space. And the North Texas 
Council of Governments ex- 
pects that there will be an ad- 
ditional 40,000 jobs in the area 
by 2010. 

Yet an examination of the 
list of headquarters and branch 
offices in the region belies a 
narrow classification. In Rich- 
ardson alone there are com- 
panies like Blue Cross/Blue 


aq 





| according to 


Shield of Texas, NationsBank 
Corp. and Perot Systems Corp. 
Cross a highway into Plano and 
you add Fina Oil & Chemical 
Co., Electronic Data Systems 
Corp. (EDS) and Frito-Lay Inc. 

Such a wide variety of indus- 
tries — from consumer prod- 
ucts to energy, services and 
consulting — means that al- 
most any background can find 
a home in the area. 


Start-up Territory 
In addition to the 
number of jobs “at big com- 


large 


fortable places,” Richardson 
and Plano host many start-ups, 
according to Joe Head, execu- 
tive vice president of ODS 
Networks Inc., a Richardson- 
based, $100 million computer 
security firm. 

Richardson is home _ to 
STARTech Business Develop- 
ment LLC, a well-known high- 
tech incubator that 
helps with seed funding, strate- 
gic planning and contacts with 
venture-capital firms and local 
technology companies. Infor- 


business 


mation technology profession- 
als have many options; if one 
job doesn’t work out, there is 


| always another nearby. 


Other employment opportu- 
nities are within a short dis- 
tance. According to William J. 
Rich, CEO of VocalData Inc., 
a Richardson telecommunica- 
tions firm, there are major oil 
companies with headquarters 
5 miles to the south, technol- 
ogy suppliers such as Lucent 
Technologies Inc. and IBM and 
insurance companies “strung 
around.” 

“It’s quite competitive, and 


the options for those seeking 


positions are more plentiful 
than they have ever been,” 
Gordon M. 
Markley, southwest regional 


recruiting manager at EDS. 

Highway Master Communi- 
cations Inc. has felt the pres- 
Robert Lambert, 
president of IT, says his 250- 
person company is trying to 
add another seven IT positions 
this quarter. While other local 
companies also have a great 
demand for people, there is a 
lot of movement from one job 
to another. 

“We've found the market 
here is volatile enough to fill 
our needs,” Lambert 
noting that his company hasn’t 
needed to bring people in from 
out of state. 

Salaries here are nationally 
competitive. Lambert says he 
has found that Visual Basic 
programmers with some rela- 
tional database modeling ex- 
perience without a specific in- 
dustry background can earn 
between $50,000 and $65,000. 
Project managers can demand 
$70,000 to $85,000, “depending 
on years experience and 
knowledge in your industry.” 
According to ODS Networks, 
IT salaries are on the “middle 
high” end of the scale. 

The money can look even 
better, though, when consider- 
ing the cost of living. The aver- 
age sales price of an existing 
home in Plano is $161,300. Old 
er home prices are depressed 
by the amount of new con- 
struction, meaning that it’s 
possible to get a bargain, like 
the house Head sold last year: 
4 acres with a creek, a city park 
next to the back yard, house 
and an old barn for $183,000. 

There is no income tax, al- 
though the sales tax tops 6% 
and property taxes can be high. 
The taxes on Head’s old house 
were $2,900. Someone with a 
$500,000 house in another 
town reported paying about 
$7,000 in taxes, while a house 
worth half that amount in an- 
other location still had a tax 
bill of $6,500. D 


sure. vice 


says, 


Sherman is a freelance writer in 
Marshfield, Mass. 


Top Technical 
Jobs and Skills 


IT JOBS IN DEMAND: 


® Technical sales and 
marketing 


= Consulting 
java development 
= Project management 


#8 Network planning and 
architecture 


= System engineering 


IT SKILLS IN DEMAND: 


= Business-to-business 
e-commerce 


Sjava 
= Web development 
# Web integration 


# Enterprise resource 
planning and manufactur- 
ing resource planning 


= Supply-chain management 


Major Employers 
In Plano and 
Richardson 


FIRMS IN PLANO EMPLOYING 
1,000 OR MORE PEOPLE: 


# Alcatel USA Inc. 
= Citizens Communications 


= Collin County Community 
College District 


= Columbia Medical Center 
of Plano 


= Countrywide Funding 
Corp. 


Electronic Data Systems 
Corp. 


@LM Ericsson Telephone Co. 
8 Frito-Lay Inc. 
sj.C. Penney Co 


= Plano Independent 
School District 


® Texas Instruments Inc. 
LARGE EMPLOYERS IN 
RICHARDSON: 

# Alcatel 


# Blue Cross/Blue Shield 
of Texas 


@ Ericsson 

® Hewlett-Packard Co. 

# NationsBank Corp. 

® Nortel Networks Corp. 
® Northern Telecom Inc. 
= Perot Systems Corp. 


w Texas Instruments 
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“Our strategy is to hit 
new technologies at 
the beginning of the 
wave and as 
competitors catch up, 
we have already turned 
our attention to the 
next new technology, 
to the future.” 


Rick Banister , 
- Sesame Technology F Syntra Technologies 


wy 


) New York, NY 


“Here, you can work on 
things you’ll be proud of, 
something that people ooh 
and aah over.” 


Rich Gruskin 
- Nikon USA 


Nikon USA ae Sesame Technology 
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SkillsVillage.com 


Being an independent IT contractor doesn’t mean that you have to work without resources and support. 
SkillsVillage.com offers independent IT contractors an online eMarketplace to match your skills with the best 
available IT projects. We also offer a full suite of tools and other resources to help yourun your business. 
SkillsVillage.com is your personal online advocate, so you never have to work by yourself. 


Come join the village. www.skillsvillage.com 
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Technology. § 


Seems like a big word. 
One to be revered. Maybe even feared. 
So grab a dictionary. Look it up. 


‘the application of science 


to commercial objectives, " 


Exactly what we do. Every day. 


For the talented bunch of designers, programmers, 
accountants, assistants and engineers who work here, 
though, technology simply signifies a better way of 
doing things. Taking innovation one...no, 

two steps further. And having the freedom to do'so. 
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| eferred. JOB NUMBER 0406 
TIS LOGISTICS SYSTEMS Success 


s. JOB NUMBER 0408 
SR./WEB INTEGRATION ANALYST Syccessiul candi 


red. JOB NUMBER 3263 


THOMSON multimedia, manufacturer of RCA, 
PROSCAN, and GE consumer electronics, offers a 
competitive salary, relocation expenses, and benefits 
package, as well as the opportunity to engage your 
talents in an environment of cutting-edge technology 
and no-holds-barred thinking. For immediate 
consideration, please send your resume and salary 
requirements, in confidence to: Staffing, Job # IFW, 
THOMSON multimedia, INH110, P.0. Box 1976, 
Indianapolis, IN 46206-1976. Fax: (317) 587-6762. 
E-mail: jobopps@tce.com, or visit 
thomson-multimedia.com EOE M/F/D/V. 
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NO PROBLEM. 


C/UNIX FINANCIAL DEVELOPERS 
TRADE EXECUTION SYSTEMS 


SENIOR FINANCIAL DEVELOPERS 


TEAM LEADER/FINANCIAL DEVELOPERS 


TECHNICAL ANALYSIS/CHARTIST PROGRAMMER 
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The 9th Annual 
Computerworld 
Technical 
Recruiting & 
Retention 
Conference 


Be with us on May 21-24, 2000 
Meet hundreds of technical 
recruiters who are facing the same 
challenges as you. Listen. Learn 
Share. Pick up new ideas, insights 
and techniques 

Selected presentations will include 
Sue Keever, The Keever Group 
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Randstad, the third largest staffing company in the world, 
currently has the following opportunity available: 


PROGRAMMER/ANALYST 
Peabody, Massachusetts 


Develop/support corporate software applications; serve 
as tech. resource for ALPHA/VMS archit./operat.; ALPHA 
BASIC, database mgmt., SQR networking/clustering, & 
appl. design using C, C+ +, SQL, & Oracle; troubleshoot 
software/system problems; provide system/network 
security & improvements & ensure compliance. Req 
Bachelor's deg. in Computer Science or related field 

and | year of experience in job offered. or Software 
Developer or Programmer. 40 hrs./wk 


Mail resume to: Randstad, Human Resources, Attn: 
JP, Centennial Park, One Corporation Way, 
Peabody, MA 01960; Fax: (978) 538-9560; 

E-mail: jpetersen@randstadna.com 
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* Senior Systems 


exe B fF 
fered. $65K/ benefit 
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INV, BI, SQR, Cr 


b offered 


* Senior Business Analyst 
SQA Robot, Winrunner 


MBA/rel. field & 2 y 


* Senior Business Analyst [ERP A 
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FICO & PP], Baan & Tritor 
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* Software Engineer 
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$64,000/year. 40 hours/wk. Respond with two copies of resume to Cas E-mail: ssq pine 
#19984054, P.O. Box 8968, Boston, MA 02114 Opportun 


Administrator 
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Explore The New World Of Global = <qgmm 


We're Syntra Technologies, a progressive, pre-IPO Internet 
and Intranet software company specializing in the vigorously 
growing Global Commerce Management industry. Due to 


our continued success and plans for future expansion, we're hn saie 


fT) careers.com 


seeking the following professionals: 


- INTERNET APPLICATIONS DEVELOPER 

- PRODUCT SUPPORT ANALYST 

- TECHNICAL PRODUCT SUPPORT ANALYST 
- SOFTWARE DEVELOPER ORACLE/JAVA 

- ORACLE DATABASE ADMINISTRATOR 

- FUNCTIONAL DESIGN/BUSINESS ANALYST 
- SOFTWARE QA MANAGER 

- SOFTWARE DEVELOPMENT MANAGER 

- PROGRAMMERS (Oracle/JAVA) 

- PVCS ADMIN 

- SYSTEMS ARCHITECT 

- WEB IMPLEMENTATION 

- TRAINING POSITIONS 

- BUSINESS DEVELOPMENT PRO'S 

- SALES 

- MARKETING MANAGEMENT 

- EXECUTIVE/ADMIN ASSTS 


- IMPORT COMPLIANCE 
MANAGER (Atlanta) 


- COMPLIANCE RESEARCH 
ANALYST (Atlanta) 


All positions require excellent commu 


i Pp 
excellent compens 


Syntra Technologies, 505 8th Avenue, New York, 
NY 10018. Fax: 212-629-4560. www.syntra.com. Equal Opportunity Employer 
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best cameras. Today, Nikon is.a global leader in the development of 
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Due to our unprecedented growth, we are currently seeking a team 

player possessing at least 2 years hands-on experience with object- 

oriented design and implementation techniques. A strong working 

knowledge of C++ also required. Position requires the ability to take 

eur uC MUM ee mello male isl 

to accomplish the designated tasks pursuant to the production of 

ee Me amelie w ee Mel Melee Rude ee lla 
eu memes mom limi ula me: 

appropriate tools to resolve software development difficulties. 

Experience with electronic imaging, asynchronous device control ~~” 
Peel mu ame eee 4 


Applicants must have proficiency in the following basic 
development tools used for our development platform 


rum ee el ed 
CodeWarrior IDE and Apple MPW 


* Macintosh Source Code Control System: Metroworks 
CodeManager and Apple Projector 


* Macintosh Framework: Metroworks PowerPlant 


Positions based in Melville, NY. NIKON offers a highly 
competitive compensation and benefits package. Mail or fax 
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Human Resources, Nikon, 1300 Walt Whitman Rd, 
Melville, NY 11747 
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Programmer Analyst 


SOFTWARE ENGINEER 
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PowerBuilder 
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Degree or equivalent 
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carmakers’ Ventures 
Add Value, Not Boom 


BY DEWAYNE LEHMAN 
HE BIG THREE 
have joined the rush to 
capitalize on the hot Inter- 
net market, spawning ven- 


automakers 


tures such as an online 
trading exchange and partnerships to 
put Web access at drivers’ fingertips. 
But the automakers won't be getting 
any dot-com-like returns, analysts say. 

DaimlerChrysler AG [NYSE:DCX] in 
Stuttgart, Germany; Ford Motor Co. 
[NYSE:F] in Dearborn, Mich.; 
and General Motors Corp. 
[NYSE:GM] in Detroit have 
announcements about initia- 
tives aimed at boosting their 
high-tech capabilities. The three last 
month said they will cooperate on an 
Internet trade exchange for suppliers, 
and Ford last week said it will hook up 
with Sprint PCS Group [NYSE:PCS] to 
put voice-activated Internet and phone 
services in some of its cars. 

Ford’s stock bounced up 3.8% the 
day it announced its agreement with 
Kansas City, Mo.-based Sprint PCS. GM 
and DaimlerChrysler shares climbed 
2.8% and 2%, respectively. 

But, said Michael Bruynesteyn, an 
automotive analyst at Prudential Secu- 


The Big Three 


Stocks of the Big Three automakers 


are showing mixed results: 
3/14 
CLOSE 


j 2/14 
$76.06 


CLOSE 
GM $75.00 

$62.56 
$41.00 


DaimlerChrysler $65.75 
Ford $47.06 


recently unleashed a flurry of ALMANAC 


rities Inc. in New York, “it won’t make a 
difference on the stock for a while.” 

The automakers’ business-to-busi- 
ness exchange should cut production 
costs and generate a hefty revenue from 
the expected $750 billion in transac- 
tions at the site, according to a report 
by Dresdner Kleinwort Benson North 
America LLC in New York. And the 
move toward adding more services 
such as GM’s OnStar global positioning 
technology will open up new revenue 
streams and increase the com- 
panies’ profitability, analysts 
predicted. 

“The key word would be ‘in- 
cremental,’” said Efraim Levy, 
an analyst at Standard & 
Poor’s in New York. “However, in the 
long term, it’s a net positive.” 

In the technology race, analysts give 
Ford and GM a clear lead over Daimler- 
Chrysler, which has been slow to de- 
velop high-tech aliiances. GM is likely a 
bit ahead of Ford, some analysts said, 
but it’s far too early to call the race. 

David Garrity, an analyst at Dresdner 
Kleinwort, also gives GM an edge. GM's 
stock is up 7% for the year, whereas the 
other two automakers have lost stock 
value. GM also has a larger stake in the 
companies’ automotive exchange, Gar- 
rity said. 

Standard & Poor’s gives GM the 
highest rating among the three, project- 
ing $10.26 in earnings per share and 
stock valuation growth of 10% to 20% 
during the next six to 12 months, ac- 
cording to Levy. 

Ford and DaimlerChrysler are pro- 
jected to have stock appreciation of up 
to 10%, with earnings per share of $5.95 
and $6.70, respectively, Levy 
though those estimates don’t focus on 
Internet initiatives alone. D 


said, 
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Win 2K to Be E-Biz 
OS at Services Start-up 


Microsoft, Andersen in B-to-B market bid 


BY DOMINIQUE DECKMYN 
AND JULEKHA DASH 
ICROSOFT Corp.'s 
$1 billion 
vices venture 
with New York- 
based Andersen 
announced last 
week, is a gutsy move and not 
without risk, say users and an- 
alysts. While the venture, 
called Avanade, may help Mi- 
crosoft catch up in the e-com- 
merce arena, it could also 
alienate systems integrators 
the vendor relies on in other 
areas, they said. 

Avanade will provide profes- 
around Win- 


Sser- 


Consulting, 


sional services 


Continued from page 1 


B-to-B Exchanges 


neither complete nor appro- 
priate product offerings — a 
problem sources attribute to 
the company’s strong desktop 
and client/server legacy. 

“What drives this space is 
applications,” said Laurie 
Orlov, research director at For- 
rester Research Inc. in Cam 
bridge, Mass. “Microsoft, in my 
view, has not made a very con- 
vincing play.” 

In addition, doubt about Mi- 
crosoft’s Windows 2000 plat- 
form centers on the operating 
system’s scalability and relia- 
bility. “The number of servers 
that can run in parallel is limit- 
ed to four, and Microsoft is 
nowhere near ‘five-nines’ ” re- 
liability, said Randal Chin, an 
equity analyst at Deutsche 
Banc Alex. Brown Inc. in San 
Francisco. Chin added that Or- 
acle claims three 
changes, and Ariba is provid- 
ing procurement services to 
50. “Microsoft is nowhere to be 
seen,” Chin said. 

Oracle, in contrast, offers a 


now ex- 


database engine, applications 


dows 2000 (see chart). For An- 
dersen, it provides an early 
leap into Windows 2000-based 
solutions, said Dwight Davis, 
an analyst at Summit Strategies 
Inc. in Boston. 


“I’m surprised by the level of 


commitment this represents 
from the part of Microsoft to 
try to position its platforms for 
e-business and e-commerce 
applications,” said David Cear- 
ley, an analyst at market re- 
search firm Meta Group Inc. in 
Stamford, Conn. “They need to 
do this because they are be- 
hind in [electronic business].” 


In particular, the creation of 


Avanade may help Microsoft 


and ease of integration with 
third-party tools, such as those 
from i2 and Ariba. 

“Ninety percent of Ariba im- 
plementations are done on Or- 
acle,” according to Adil Khan, 
president of Hencie Consult- 
ing Services Inc., an Internet 
integration consultancy that’s 
working on the Big Three auto- 
makers’ exchange. 


Chris Renner, president of 


online packaged-foods market- 
place INC2inc Technologies 
Corp. in Dallas, said he select- 
ed Ariba’s procurement tools 
for their “relative maturity” 
compared with other products. 
Rich Niemiec, CEO of The 
Ultimate Software Consultants 
in Lombard, Ill., said an Ora- 
cle-based “imple- 
mentation will be a lot 
painful than you think. The 
[Oracle]8i database can 
everything needed” and works 
with terabyte-size databases. 
“If Oracle is the transaction 
backbone for the exchange, it 
is less likely that Microsoft 
technology will be involved,” 
because Oracle applications 
integrate badly with Windows, 
said Bob Parker, an analyst at 
AMR Research Ince. in Boston. 
Parker agreed that Microsoft 


exchange 


less 


do 


grab a larger piece of the 
emerging market for business- 
said 
Carl Lenz, a research analyst at 
Gartner Group Inc. in Stam- 
ford. “This allows Andersen to 
use Microsoft infrastructure to 


to-business exchanges, 


create [online] marketplaces,” 
said Lenz. 

So far, Microsoft’s own con- 
sulting efforts have been lim- 
ited to advising large cus- 
about the rollout of 
specific Microsoft products; it 
has chosen to partner with 
leading integrators for every- 
thing else. Departing from this 
approach may alienate key in- 
tegrators such as KPMG Con- 
sulting LLC, with which it an- 
nounced an electronic-busi- 
ness alliance only last month, 


tomers 


hasn’t been visible in the busi- 
ness-to-business space but said 
it may have time to catch up. 
Becky Kaske, 
product industries at Micro- 
soft, sees multiple roles for Mi- 
crosoft technology in future 
exchanges. The company can 
provide the base platform and 


director of 


Cearley said. 

“Microsoft is in no position 
to make waves with these oth- 
er vendors,” Albert 
Nekimken, an analyst at Input 
in Vienna, Va. 

Cearley 
approach 
company 
Microsoft products. 

“Things are moving more to- 
ward 


said 


also questioned the 
of forming a new 


exclusively around 


and hetero- 
geneity,” said Cearley. He said 
Avanade will need to integrate 


technologies from multiple 


openness 


eo 
Microsoft/ 
Andersen Deal 


a Companies wil! form Avanade 
ovide services 
s 2000 

# Avanade will recruit 5,0 


# Andersen wi! 
2000 consul 


= Microsoft dedicat 
provided $600M worth 


draw in traffic by providing 
news feeds and links to Mi- 
crosoft properties 
MSN.com. She said her compa- 
ny’s involvement with My- 
plant.com, a Honeywell Inc. 
Web site, Healtheon/WebMD 
Corp. and the 
nounced RetailEnterprise.com 


such as 


newly an- 


vendors to be successft 
} 


If it does, that would t 
news to Darren MarElia, direc- 
tor of Windows NT 


ture and planning at San Fran- 


irchitec 


cisco-based Charles Schwab & 
Co. “The area I think 
y add the 
Microsoft 


Consultancy Services is in het 


where 
| 


Andersen can probab 


most value over 


erogeneous environments, 
Microsoft 


must coexist with 


where a solution 
other plat 
forms and architectures,” said 
MarElia. 
“I think 
move 


it’s a very 
Microsoft, 


Deb Mukherjee, vice president 


smart 
from said 
and chief technology officer at 
Los Angeles-based Farmers In- 
surance Group of Companies. 
“They needed to do something 
dramatic and provocative.” 

Mukherjee said he is unlikely 
to call on the services of Avan 
ade. But he said the fact that Mi- 
crosoft is backing up its enter- 
prise ambitions gives him more 
confidence in Windows 2000 
as an enterprise platform. D 


prove it can provide Internet 
marketplaces. 

“IT think it will be a battle- 
field,” Parker said 
be forced to 
with Windows, and Microsoft 


Oracle will 
better integrate 


will need to be more open, too 
“The real winner wiil be the 
corporate user,” he added. D 


Microsoft Venture Targets Real Estate Field 


BY MATHEW SCHWARTZ 

Microsoft Corp. last week an- 
nounced’ the 
HomeAdvisor Technologies 
Inc., a company that will re- 
streamline 
the home buying and selling 
process. It also announced 


lease software to 


partnerships with several large 
lending institutions. 

In a statement, HomeAdvi- 
CEO Bryan Mistele 
said, “We're tying together un- 
derwriting engines, credit- 
reporting engines and title in- 
formation as well as consumer 
and pricing information.” The 
software will debut next month. 

While online commerce has 


sor.com 


changed the way people shop, 
the venture is one of the first to 


creation of 


actually reinvent a process, 
said Jaime Punishill, an analyst 
at Forrester Research Inc. in 
Cambridge, Mass. 

“Microsoft is fundamentally 
changing the mortgage pro- 
cess, which hasn’t changed in 
about 50 years. It’s about 
damned time,” said Punishill. 

Currently, it takes about 65 
people to buy or sell a single 
home, said Punishill. Micro- 
soft’s software aims to auto- 
mate as much of the mortgage 
process as possible, such as 
providing real-time approvals 
and loan rates to customers. 

In a related move, Microsoft 


announced the acquisition of 


Mill Valley, Calif.-based Tuttle 
Decision Systems Inc., a maker 


of electronic pricing and pro- 
ductivity for the 
mortgage banking industry. 

Last year, Tuttle coordinated 
more than $10 billion in mort- 
gage loans. It also electronical- 
ly connects more than 800 U.S. 
banks to 
mortgage information 
duits. Microsoft made a minor- 
ity investment in the company 
last August. 

HomeAdvisor’s initial custo- 
mers will be lenders, not con- 


software 


mortgage-issuing 


con- 


sumers. “This is all about sell- 
ing more Microsoft stuff,” said 
Punishill. “It’s about Microsoft 
trying to find another way to 
penetrate financial 
where it has struggled in the 
past.” D 


services, 
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The end of the world 


HE END OF THE WORLD is back again. Hey, I know 

I’ve missed it these past few months. Once Y2k turned 

out not to be a global disaster — thank you, IT people 

everywhere! — it was back to the same old life-goes-on 

grind. But now Bill Joy, one of the founders of Sun Mi- 
crosystems, is afraid that robotics, genetic engineering and nano- 
technology could destroy humanity in our lifetime. 


Or, more to the point, in Bill Joy’s lifetime. 

Joy’s essay “Why the Future Doesn’t Need 
Us,” published in the April issue of Wired maga- 
zine, quotes Theodore “Unabomber” Kaczyn- 
ski, the Dalai Lama, Arthur C. Clarke, Thoreau, 
Nietzsche and some very smart, very technical 
guys Joy knows personally. His fear is plain, and 
his argument is simple: Technology isn’t safe 
anymore. Self-replicating robots and gene- 
spliced organisms pose a new and 
far greater danger than anything 
we've seen before. 

They’re more threatening than 
nukes or other weapons of mass 
destruction, Joy insists. And we 
need a new dialogue, a new ethic, 
a new brotherhood to keep these 
threats from destroying us. 

You can read the essay yourself 
on the Web at www.wired. 
com/wired /archive/8.04/joy.html. 
It’s very earnest. It’s very heart- 
felt. It’s very frightened. And it’s 
very, very wrong. 

Not that part about needing a 
serious discussion of the dangers 
of technology and the importance 
of ethics and community. We cer- 
tainly need all that. We’ve needed 
it for every world-changing tech- 
nology in history 

But this isn’t the end of the 
world. 

Oh, it could be — just as the 
nuclear arms race or one of the 
deadly bugs and chemicals we’ve 
cooked up for years could end it 
all. We’ve seen other species 
wiped out. We’re not immune to extinction. We 
could do ourselves in. 

But it hasn’t happened yet. 

Naturally, some people told Joy exactly that. 
“Many other people,” Joy writes, “who knew 
about the dangers” told him that these problems 
aren’t new and that his arguments are “already 
old hat.” 

And Joy is clearly baffled that they aren’t as 
alarmed about these threats as he is. “I don’t 
know where these people hide their fear,” he 
writes. 


Bill Joy’s 
argument 
is simple: 
Technology 
isn’t safe 
anymore. 


How can they not worry that in 30 years, 
highly productive intelligent machines might 
idle all human workers? Maybe because people 
have feared automation for centuries. But today, 
with more technology and higher productivity 
than any other nation on earth, we still work 
longer hours, and more jobs go unfilled. Maybe 
the risk of everyone being put out of work by 
technology isn’t so large after all. 

How can they not fear that ge- 
netically engineered plants and 
animals could wreak ecological 
havoc? Maybe because we’ve 
wreaked plenty of ecological 
havoc for decades without gene 
splicing, from kudzu that tears 
down telephone poles to anti- 
biotic-proof bacteria to toxic 
wastes working their way up the 
food chain. And despite the prob- 
lems, we're still here. 

How can they not fret that 
someday nanomachines could 
run amok? Maybe because we’ve 
lived in the shadow of nuclear 
doomsday machines for as long 
as Bill Joy has been alive. Hadn't 
you noticed, Bill? 

I suspect he hadn't. But now, 
whether it’s a midlife crisis or the 
sudden discovery of his mortality 
or just that he finally raised his 
head long enough to take a good 
look around, Bill Joy can see the 
end of the world. 

Like the people who calculat- 
ed that Y2k must be a disaster — 
because it was mathematically 
impossible to check every line of code at risk 
in the time left with the programmers available 
— what he sees is a terrifying mirage. 

But unlike those people, Joy will never wake 
up on 1/1/2000 and know for sure he was 
wrong. 

And that means he could be waiting in fear of 
the end of the world for a long, long time. D 


Hayes, Computerworld’s staff columnist, has covered 
IT for more than 20 years. His e-mail address 
is frank_hayes@computerworld.com. 
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INVISIBLE Flash back to last 
year, when two Chicago securi 
ties firms merge and bring in out- 
side consultants to fold all the 
data together. Very high-profile - 
you'll get all the resources you 
need, they're told. Yeah, right 
One day all but a single pilot fish 
are pulled off the data job. He has 
to test his own code changes 
(“not a good programming prac- 
tice,” he points out) and clean up 
lots of dirty data that snuck in be- 
cause the analysts got rushed 
After three months of days, 
nights and weekends, it’s done 
So when the CIO hands out gifts 
for the people who put in extra 
effort, who gets the prize for the 
data warehouse work? Who else 
the employee who set up the file 
transmission schedule. 


INNAMEABLE With tales of cru- 
elty to consultants abounding, a 
pilot fish reports with alarm that 
TRW has cut loose 1,100 of its 
1,800 IT consultants, and IT top 
cats are jumping ship. Not so, 
TRW vows. The “consultant’” title 
is now reserved for nontechnical 
staff; techies are now renamed 
“technical services staff,” a TRW 
spokesguppy says 


INCREDITABLE Web hosting 
ISP owes pilot fish's company a 
credit. No problema, ISP says 
The se The fish 


hear that the 


—____» 


credit has shown up - in the 
form of a letter from a collections 
agency. Yep - somehow the ISP 
managed to convert a credit into 
an overdue account. One day a 
sales guy from the ISP calls, try- 
ing to peddle DSL. Pilot fish 
tersely explains the credit situa- 
tion. Upshot: “It's astounding 
how fast sales can fix a billing 
snafu.” 


Y2K PLUS 11 WEEKS A pilot 
fish reports that shipping soft- 
ware provided by Federal Express 
went haywire Feb. 29, printing 
out shipping labels containing 
random 21st-century years. Turns 
out FedEx had a patch available, 
but the fish's company never 
heard about it. Once leap day 
was over, everything was fine 


Y2K MINUS 31 YEARS Another 
pilot fish reports online computer 
superstore AccessMicro.com re- 
cently set a cookie on his brows- 
er with an expiration date in 1969 


Asnickering pilot fish pointed out 
that jis.computerworld.com, 
which sends out a daily Shark 
Tank e-mail, was still serving up 
the detault Microsoft IIS Web 
server page. It’s fixed now, and 
yeah, he gets a Shark shirt. You 
can too: Dish dirt to sharky@ 
computerworld.com. And 

get more Shark every day at 
computerworld.com/sharky. 


The 5th Wave 


2 


| “Oh yeah, he's got alot of money. When he tries 


to check his balance online, he gets a computer 
message saying there's ‘Insufficient Memory’ to 
cormplete the task." 
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Want theanternet to be?” 


i ea RRS Cue uum i Networks has made a donation to the Elton John AIDS MM 
ae LO 


Never before has the Internet been more uniquely poised to make a difference. And 


| 
| 


| 
| with Nortel Networks™ OPTera™ optical solutions, the ability to use the new, high- 
| performance Internet to raise awareness, educate, and share experiences and 
scientific data is unprecedented. You see, our optical solutions bring speed, reliability, scalability 


and economy to everything from data and call centers to campus or metro networks. That N RT E L 
means you can collaborate and exchange information in record time — a valuable 


commodity in the race to save lives. So come together, right now with Nortel NETWORKS 


Networks. And make the Internet whatever you want it to be. nortelnetworks.com How the world shares ideas 
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If only it were that simple. 


There’s more to becoming an e-business than this. 

To succeed in the digital economy, you've got to do more than just 
put up a Web site. You've got to transform your business into an e-business. 

Which is why you should talk with Unisys. 

introducing Unisys e-@ction Solutions. 

That's the name we've given to our portfolio of service and technology 
solutions to help you interact with your customers and transact business 
via the Internet. 

Unisys e-@ction Solutions are about understanding how your 
business works. And integrating Web technologies into your existing 
systems and applications to maximize the strengths of both. 


Corporatior 


2000 Unisy 


Corporation 


e-business isn’t a new business for us. 

At Unisys, we were involved in e-business even before it had 
a name. Helping hundreds of clients in key industries and governments 
successfully transform themselves. And staying with them until the 
job was done. 

We're ready to help your business 
achieve the speed and agility you need 
to win in the digital marketplace through 
Unisys e-@ction Solutions. Quickly, cost 
effectively and, yes, almost painlessly. 


a trademark of Uni 


Because while becoming 
an e-business isn't simple, it doesn't 
have to be needlessly complex. 


unisys ym /e-biz 


Unisys is a registered trademark of Ur 


We eat, sleep and drink this stuff 





